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——~ FLEXTEEL BLADE 


The shovel that embodies every desirable feature; 
strong, perfectly balanced, and the straight-end 











handle and straight-pattern socket make 
re-handling a very simple job. It’s the shovel 
that does better, quicker, easier work. Made 
in patterns and sizes to meet every demand. 























Shovel Division—THE AMERICAN FORK & HOE CO. Factories: DUNKIRK, N. Y.— CONNEAUT, OHIO. Offices: CLEVELAND, OHIO 
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YOUR AXE IS ONLY AS GOOD 
AS THE HANDLE YOU 
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PUT IN IT. 








here itis’ 


“The AMERICAN KING Special—strictly hand shaved from 
finest quality, carefully selected billets split from live logs. 
Grasp it—feel the grip—note the balance—observe the grain. 
Nice and easy on the hands, isn’t it?” 


That’s the kind of talk that sells AMERICAN KING Handles 
—and they back up every claim. Each handle packed in a 
neat box, 12 in a colored shipping carton, a good economical 
unit to order. Short length handles individually packed in 
air-tight, dust-proof, glassine envelopes, which keep them 
clean and prevent warping. How they sell! 


Other brands in grades and prices to meet every requirement. 
Our splendid line of high quality handles packed in an un- 
usually attractive way will help you to merchandise handles 
more profitably. 

Write for the Catalog. It shows our complete line. 


AMERICAN HANDLE COMPANY 


Jonesboro Arkansas 


HARDWARE AGE 





. Established 1855. Entered as second class matter —_ 22 


1913, at the Post Office at New York, under the Act ‘of March 3, 1879. (Printed in U. S. A.) 


a ema AGE, published every other week by the IRON AGE gg get CO., Division of the United Business Publishers, Inc., 239 West 39th Street, New York 
i Single copies, 15c. each. Vol. 130, No. 2 








—— 














FORTY YEARS OF PROFITS 
FOR A LITTLE EFFORT NOW 


SPECIFICATIONS: at 
Model 33 Single Shot Bolt Action, 
take down. Chromium plated bolt, bolt 
handle and trigger; 24 inch tapered bar- 
rel; full size, well shaped military style 
stock of genuine American Walnut with 
finger grooves in the fore-end; steel 
butt-plate. Chambered for .22 Short, 
Long and Long Rifle, regular or Hi- 
Speed cartridges. Automatic ejector, 
Step adjustable rear sight. White metal 
bead front sight. Important safety 
features including rebounding lock, 
double locking lugs, bolt safety for un- 
loading. Length over-all 42 inches. 
Weight about 414 pounds. 


RETAIL PRICE 
INCLUDING TAX 


Enthusiastic rifle shots make steady customers. Week 
after week, month after month, year after year, they 
come back for ammunition. They’re always buying 
shooting accessories, and every so often they must have 
a new rifle. 

You can’t have too many customers of this kind and it’s not difficult to develop them, 
particularly among the boys. Boys take to shooting naturally, and with a little encourage- 
ment, they soon become real fans. A fifteen-year-old boy who starts rifle shooting under 
your guidance may well become a life-long customer. A little effort on your part now 
may mean forty years of profits. 

Shooting at tin cans is dangerous and it won’t hold anyone’s interest for long; the 
hunting season is short, and many boys don’t have a chance to hunt; but once a boy 
gets interested in target shooting he has a sport of which he will not tire, because there’s 
always the incentive to improve, and he can practice it constantly. 

For a boy’s first rifle the Model 33 Remington is ideal. There are better Remingtons 
for those who can afford to pay more, but the low price of the Model 33 gives it the 
widest sale. It is extremely accurate and it is hefty enough to hold steadily. The mili- 
tary-type bolt action, stock, and fore-end appeal to the boy at once. It’s a good man’s 
rifle, too, which is another reason why the boys like it. - 

When you sell a boy a rifle urge him to practice target shooting and ask him to show 
you his targets. Encourage him to improve and you'll soon have a customer no one can 
take away. We’ll gladly cooperate with you in promoting rifle shooting among the boys. 
Write us for suggestions on how to do it. 


Remington, 


SHOOTING PROMOTION DIVISION 


REMINGTON ARMS COMPANY, Inc. 


| BRIDGEPORT, CONNECTICUT 
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GRIFFIN BRACKET 





GRIFFIN Brackets are offered in types, styles 
and finishes to meet the varied uses to 
which these hardware items are applied 
both commercially and in the home 


The new No. 348 Girder Type Shelf Bracket (top 
illustration) combines neat appearance with the 
strongest shelf bracket made today. It has no 
braces to hinder using entire shelf space below. 


S 


RIFFIN 


GRIF. Company 





ERIE, PENNSYLVANIA 





Branch Offices:- 
NEW YORK: 45 Warren Sr. BOSTON: 113 PurcHASE St. 
CHICAGO: 162 N. CLINTON Sr. 





SAN FRANCISCO: 703 Market St. 











..!l keep KESTER 
displayed, Bill!’’ 





“Kester’s one thing I always keep right out 


in front, Bill! Because it’s a clear case of where 
seeing is buying every time.” 


Keep Kester Solder stocked 
and displayed in your store 
—then sit back and rake in 
the steady profits. Your cus- 
tomers know about Kester! 
Big national advertising has 
made them want Kester for 
its speed, convenience, ease, 
and perfect results. 

Kester makes soldering 
simple for everybody. The 
flux is self-contained. The 
user has nothing to do but 
apply heat. People are using 
Kester to mend things 
around the house, and to 
make handy metalware ob- 
jects. You'll find fast turn- 
over and steady profits in 


handling Kester Metal 
Mender and Kester Radio 
Solder in handy packages. 
And the larger Solder users 
will want the big spools of 
Kester, too. Your jobber . 
sells the full Kester line. 
Write now. 





Here’s the 
Complete Kester Line 


Kester Acid-Core Solder—for gen- 
eral repair use. 1,5, or 201b. spools 
and Metal Mender Packa e. Kester 

sin -Core Solder — me princi- 
pally ~~ oe and radio 
work. 1,5, or 20 Ib. spools, Radio 
Solder Nochees, and 5 lb. boxes 
of 18inch sticks. Also Kester Paste- 
Core Solder, Kester Radiator 
Solder, Body Solder, Bar Solder 
and Solid - Wire Solder.for home 
and industrial uses. 











KESTER SOLDER COMPANY, 4205 Wrightwood Ave., Chicago, III. 
Eastern Plant, Newark, New Jersey 
Canada, Kester Solder Company of Canada, Ltd., Brantford 


WAP conte 


so © x» ° BR 
easy to use 


—HELP UNEMPLOYMENT— 


by purchasing U. S. products made by U. S. labor 
KESTER SOLDER IS 100% AMERICAN 
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To 
STRONGER HANDLE 
3 Ounces Lighter Shovel 


ACHIEVED BY ADDING THE A B W SHOCK 
BAND TO THE ABW SOLID SHANK LINE 
@ This development means greater strength, less weight, increased toughness 


and better balance, giving A B W the greatest line of One-Piece Solid Shank 
Shovels ever made! Check these four points and you'll realize why! 





| The Shock Band is mounted (under pressure), around the handle at the 
point of greatest strain between the handle and shovel socket. Result 


21% stronger handle. 

2 We have welded top of socket preventing its spreading and opening 
under prying strain. Shoulder of socket meets shock band, eliminating 
the cutting of the wood so common in the ordinary shovel. 

The Shock Band in combination with the Armor-D handle reduces the 
exposed wood section of the handle stem to 6”. (The average Solid 
Shank Shovel has 11°.) 
pit Rivets are inserted horizontally instead of perpendicularly. In a prying 
strain, the top and bottom wood fibres are under pressure. The hori- 
zontal rivets therefore do not reduce the strength of fibres under strain. 


One-piece Blade, Shank and Socket forged from high carbon quality Steel, 
heat-treated. Handles are selected Northern Ash, equipped with the 








FAMOUS ABW famous Armor-D handle. 

BRANDS 
O. AMES A complete line of ““A B W’’ Solid Shank Shovels equipped with A B W Shock Band 
RED EDGE ready for immediate delivery. Shock band is standard equipment at no additional 
MONONGAH cost to you. Forecasting a large demand, we suggest you place your orders now. 
KNOX-ALL 
BRONCO ASK YOUR JOBBER 
PONY 
HUSKY 
PACEMAKER AMES BALDWIN WYOMING SHOVEL CO. 
GOLD BUG PARKERSBURG, W. VA. 
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ONe UNVARYING QUALITY eatin 


ome 


ASSURES STEADY SALE ZINC INSULATED FENCES 
AND PROFIT....... ee 


ERE is a line of Wire Products that you can profitably mer- BARBED WIRE 
chandise to your trade. Every item in this list is made to one 
exacting high standard. Backed by aggressive advertising that is NAILS. TACKS. STAPLES 
national in scope and both local and national in influence, 4 : 
American Quality Wire Products are widely known and readily 
accepted as value leaders that bring repeat orders. 
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POULTRY NETTING 


© / WIRE CLOTHES LINES 

American Steel & Wire Company dealers enjoy the advan- 
tages of a complete line of Wire Products. Thus one source of 

buying reduces your investment—and higher quality assures POULTRY FENCE 


steady and consistent profit. 
Bieel GATES 


If you are not at present handling Zinc Insulated Fencing, or PERFECTION DOOR ano GATE SPRINGS 
our Steel Fence Posts or other items—then write for complete 


information. A real profit opportunity awaits you. WIRE OF ALL KINDS 


AMERICAN STEEL & WIRE COMPANY 


208 South La Salle Street, Chicago us And All Principal Cities 
Pacific Coast Distributors: Columbia Steel Company, Russ Bldg., San Francisco 
Export Distributors: United States Steel Products Company, New York 
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the name 5 IMM 0 N 


means to you 


[ss (ey WN ey ee 
SIMMONS HARDWARE COMPANY 
BYEYE DENS Ui LAL LS 


1932 


OR three generations the name Simmons has 
F signified dependable quality and unusual value 
in everything that hardware stores sell. The fathers 
and grandfathers of your customers knew it as an 
unfailing buying guide. 

And today, more than ever before, Simmons means 
the biggest possible dollar’s worth of honest value 


the country over. 


Thousands of hardware dealers have learned to de- 
pend upon Simmons’service—to rely upon our selec- 
tionofmerchandiseand our fair prices—and to profit 
by the fact that the Simmons name on any article 
means immediate acceptance by their customers. 








he Recollection of Quality 
Remains Long After the Price 
is Forgotten.” 
E. C. SIMMONS 












DOOR 





Installation for two-car private garage 


are points of merit that enhance its growing popularity. 


installation is accurate and simple. 


easy to stock. 


Write today for full particulars 


National Manufacturing Co. 


Group installation showing doors in various positions 





900 Natienal 


act 


has created a new 
appreciation of 
value! 


Y ‘HIS modern garage door set, incorporating the up-and-over principle in door manip- 
ulation, has brought to the builder and motorist new conveniences in service. 


The exclusive mechanical features of this set and its simplified installation methods 


Vertical springs perfectly counterbalance the weight of the doors; just a slight lift 
of the door handle and up they glide. Smooth-operating pulleys are fully enclosed 
—nothing to get out of order. Doors are furnished with hardware mounted in place; 


Doors are made in a wide variety of standard sizes and are shippéd securely crated, 


The No. 900 National Door Set is enjoying a spirited demand because of the ultra- 
modernness of its design and also because of the exceptional value offered at its price. 


STERLING 
ILLINOIS 


National hardware is sold 
direct to the retail dealer 
—a policy that promotes 
quality, service and direct 
selling cooperation. 











National 


makes hardware to 
serve every building 
purpose—a complete 
line. The items be- | 
low are all big sellers: 
Sliding Door Hangers | 
Sliding Door Rail } 
Garage Hardware 
Door Latches 
Screen Hardware 
Strap and Tee Hinges 
Half Surface Butts 
Mortise Butts 
Ornamental Hinges 
Cupboard Turns 
Sash Locks 
Sash Lifts 
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FLORENCE GAS RANGES 


A complete line of new Table-Top and Console 
models. Full porcelain finish — 3 modern color 
combinations. Automatic top burner lighter; fully 
insulated ovens; radio-dial oven heat control; 
bakelite pendant handles. Strong, sturdy: Florence 
quality throughout. Also uninsulated models, 








} 
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Will he find “he 


answer in your store? 


Yes — if you have the FLORENCE Line; for you'll be fully 
equipped with stoves and heaters to meet his needs in: — 





Bie 








Fuel: with Gas, Range Oil and Kerosene 


Type of Stove: with Gas Ranges; Heaters; Range Burn- 
ers; Wickless and Wicktype Oil Stoves. 

Models: for gas, with modern console and table-top 
models; for range oil, improved range burners 
for Kitchen stoves and living room heaters; for 
kerosene, ‘from ranges with built-in ovens to 
simple cook stoves. And oil heaters, from the new 
circulating type to the standard portable. 


Prices: to meet his needs and pocketbook. 


You'll have a line nationally advertised, a name famous for 60 
years with a reputation for highest quality, and outstanding 
value that makes selling easy. 

The main thing is.to be ready for this business when it comes. 
Folks must cook —must keep warm. They'll buy stoves and 
heaters this fall, and you can sell them and please them with 
Florence. 


New Florence Circulating 
Heater. Burns range oil. 
Powerful—heats 3 to 5 open 
rooms. Beautiful walnut- 
grain porcelain finish. Built- 
in humidifier; radiant front; 
burners tilt and light through 
grilled mica door. Model CH- 
26. Other models meet every 
need and pocketbook. 





Florence Range Burner for 
kitchen stoves. Burns range 
oil. New features include: 
extra powerful burners; 
quick positive one-turn 
valves, big gray enamel metal 
tank; stylish appearance. 
Models for every need, in- 
cluding living room heaters. 


Be ready for them by doing your planning now. Look over your line— FREE 


Florence Cabinet Heater. 


Burns kerosene. Widely used . 


as sole heating plant forsmall 


suites, offices, service stations, 


Two giant Florence wickless 
burners, separate controls. 
Finish: grained mahogany 
porcelain enamel. Sturdy, 
compact. Model C-2. 








ae 


Florence Oil Range with 
Built-in Oven. 5 Wickless 
kerosene burners. Finish: 
green and ivory porcelain 
enamel. Also 4, 3 and 2- 
burner stoves, wickless and 
wicktypes; portable ovens:— 
and a wide range of models 
and prices. 


make sure you have the stoves and heaters that are easiest to sell and 
stay sold! Check up:— concentrated buying from one source of supply 
may hold new profits for you. 


FLORENCE STOVE CO, 
GARDNER, MASS. 


“ESTABLISHED 1872 
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FLORENCE | 
cooking 
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Send for this interesting 
folder. It points the way 
toward a growing and 
profitable business for 
wide-awake merchants. 


ee ee eee eo ee — 
; “T 
1 FLORENCE STOVE CO. a 
] Gardner, Mass. i 
5 4 
u Send me without obligation a copy of 5 
r “The Big 3 and Profits for Me.” 
I O Check here if you want the catalog also ; 
J 1 
4 = hasten 
' j 
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en ee 
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Never-Stain 





No. 195 Mirror-Finish Stainless Steel Paring Knife Display 
Establishes Entirely New Values for the Retail Merchant 


a Consists of 

12—10c knives. Two shapes 
of blades,  mirror-finish, 
imprinted “Stainless,” full 
tang Cocobolo handles, 


Every Blade 


in Full three brass pins. 
Mirror-Finish 12—19c knives. Two shapes 
: : of ~ blades, mirror-finish, 
Quality Knives swaged and etched. As- 
sorted green, canary, onyx 
at New and ivory Catalin handles. 
. 12—25c knives. Two shapes 
Prices of blades, _mirror-finish, 
swaged and etched. Shaped 
one-piece Cocobolo handles, 
oe two brass rivets, sanitary 


run-metal bolsters. 





Order Thru Your Jobber 


THE ONTARIO KNIFE CO. Franklinville, New York 














A Display of RollerSkates 
At This Season Will Stimulate Sales 


Now while the skating fever is on is the time to display 
roller skates and the most popular make to show is Union 
Hardware. There’s a certain attractiveness about these 
skates which wins boys and girls right over to them. 








Children want Union Hardware Ball Bearing Extension 
Roller Skates, because they roll easily, outlast other 
brands and are priced within their reach. 








Union Hardware Roller Skates have durable treads, 
strongly constructed bearings, a rugged bridge that stands 
the strain, heel plates that fit the contour of .shoes prop- 
erly, and good, substantial leather straps that withstand 
the constant pull frisky youngsters give them. None 
sell better, because none are better made. 














All Jobbers pi Send for 
Handle (HARDWARE COFIPANY) Latest 
UNION Reg. U. S. Pat. Off. Catalog 
Hardware = TORRINGTON, CONN. 274 
Roller Established 1854 Trade 






Skates New York Office: 151 Chambers St. Prices 
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Emery Cloth in bundles 
and boxes 





Sandpaper Rolls 





Wood-Working Paper Rolls 
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PROGRESS 


——— YEARS ago we introduced 
the first grinding compound to the 
world—Clover Compound is still leading 


the industry, both in quality and in sales. 


Five years ago we entered the Coated 
Abrasive field—at first made only Sand- 
paper and Emery Cloth, which rapidly 
gained favor and is now found on the 
shelves of the leading jobbers and dealers 


the country over. 


We have kept right on—enlarged our 
plant and equipment, so that now we make, 
besides Sandpaper and Emery Cloth, Alumi- 
nous Oxide Metal-Cutting Cloth, in 
sheets, rolls, belts and discs—Aluminous 
Oxide Paper Rolls for wood-working 
and floor-sanding—Garnet Cabinet and 
Finishing Papers and Garnet Roll Goods 


for belt and drum sanders. 


Where, at first, we limited our sales to 
the shelf hardware trade, now we offer the 
mill-supply trade everything it requires 
in this line. 

Clover quality has never been questioned 
—Clover prices are always low—there is 
nothing better to be had than Clover Ser- 


vice. 


Won’t you allow us to submit samples’ 


and quote? 





Water-Mixed Valve-Grinding 
Compound 








Aluminous Oxide Cloth Sheets 
in bundles and boxes 


Metal-Cutting Belts 





Metal-Cutting Cloth Rolls 








CLOVER MANUFACTURING COMPANY 


NORWALK, CONN., U. S. A. 


SANDPAPERS 


METAL-CUTTING PAPERS AND CLOTHS | 


WOOD-WORKING PAPERS AND CLOTHS ! 
& 


CLOVER GRINDING AND LAPPING COMPOUND 


| Address me 


E. B. GALLAHER : 
Clover Mfg. Co., Norwalk, Conn. 
You may send me, without obligation, samples of : 
| _Green-Stripe Sandpaper 
Red-Stripe Turkish Emery Cloth—for polishing 
| Yellow-Stripe Aluminous Oxide Cloth—for cut- 
_| ting hard metals. The universal shop abrasive_ 
Ce Rien hen tamadwiy 
| Clover Grease-Mixed Grinding Compound 
i Clover Water-Mixed Valve-Grinding Compound 





Name 


Character of business 
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ASY 


TO HANDLE... 
EASY TO SELL... 


Ask any mill supply or hardware man what 
he has noticed about shipments of Upson 
products that makes them different. He’ll 
tell you that Upson packages are clean when 
they reach his shelves. And they are clean 
—because all Upson cases are packed at the 
time of shipment, not stocked in cases. 
This not only assures the customer clean 
goods, but it makes possible a careful check 
on the contents and avoids errors and claims. 
Even the wooden boxes in which Upson 
goods are shipped are the result of years 
of experiment. They are neither too light, 
allowing the contents to be damaged in 
shipment, nor too heavy, causing excess 


Bolts and nuts in all standard and special 
shapes, sizes, alloys and finishes. Standard and 
special rivets of all kinds. Wire rope clips. Turn- 
buckles. Belt fasteners. Automotive and railroad 
special items. Headed and threaded products 
Sor every use. Your specialties are our specialty. 


























freight. And the cleats are on the outside, 
preventing damage to the packages, and af- 
fording easy handling. 

The same attention to detail that makes 
Upson shipments different, and easy to 
handle, also places the product in a class 
by itself and makes it easy to sell. 

Write for catalog of all Upson headed 
and threaded products. 
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Believe It! ee ra It Lasts Longer! 


Nesco Copper Bearing Gal- 
| vanized Ware does resist the 
effect of rain, snow, sun, etc. 


ney a» @ 
\) 


es 


ese = € 





A new complete line that is a sales winner. From (A) Ash Cans to (W) 
Wash Tubs, you'll find rust resisting items in the Nesco Copper Bearing 
Galvanized Ware...Nation-wide Window Display contest offering cash 

prizes in addition to new opportunities for increasing business. Free, 
elaborate, colorful, specially designed lithographed display material. 
NATIONAL ENAMELING & STAMPING CO. INC., 270 N. Twelfth St., Milwaukee, Wis. 


Check here [] I am interested in the Nesco Window Display Contest. RON aspera csa ce bas vantage Seca ais siclsatncsugaace a uasamoinudssabenpecianenaceuiseensaicanes 


0 Send information about the Nesco Copper Bearing Gal- pe ine a! 
vanized Ware. 


: ey FOR © ONO Bas oan ois. 


See complete display at the American Housewares Exhibit. Rooms 331 and 332 Hotel Pennsylvania, New York, July 24th to 30th 
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More service for the money, 
new values, new designs, 
new sales possibilities. 











There Is Good Profit In Selling 


THIS FINEST 




















a is not only the profit of getting a 
Pp 


roper price for this finest lawn and 
garden hose on the market. 
There is also the profit of knowing your 
customers when they buy Goodyear Emerald 
Cord Hose are assured of the values of extra 


quality, fine appearance, and long, 





Other Goodyear quality 
lawn and garden hose are 
Wing foot, Glide, Path- 
finder and Elm brands 


emerald color, is light in weight, kinkless 
and strong. 

Everyone who buys Emerald Cord dis- 
covers that the slightly increased price asked 


for it is a negligible factor compared to its 


lasting service qualities. 


— Goodyear is advertising this finest 


















long economical life. 

Goodyear Emerald Cord is built up 
of double braids of double-double 
cord. It has a tough, flat-ribbed cover 
that guards it against scraping and 
dragging. It has a handsome bright 


Oa 


14 


TUNE IN: 

Goodyear invites you 
to hear the Revelers 
Goodyear 
Concert - Dance Or- 
chestra and a fea- 


Quartet, 


ture guest artist 
every Wednesday 
night, over 
Red Network, WEAF 
and Associated Sta. 


hose right now to millions of hose 
buyers, the garden lovers and lawn 
makers of your community among 
them. Leading golf clubs buy it, know- 
ing its much greater economy. Good- 


siieceiahieat 


N.B.C, 








year’s finest it is the world’s finest! 
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ive Billions for Summer 


Air Conditioning Equipment that the hardware merchant can 


and should sell, offers an opportunity for aggressive dealers. 
Make it hardware merchandise ! 


by J. M. WITTEN 
Associate Editor, Hardware Age 


HROUGH the development 
and recent introduction of 
various types of equipment 
providing made-to-order weather, 
a major industry holding much 
of interest to the hardware trade 
has been born. An authoritative 





H. 4 Frigidaire Air Conditioner, Frigid- 
aire Corp., Dayton, Ohio. Can be used ex- 
clusively as a room cooler and air con- 
ditioner, which dehumidifies the air in 
summer or as a heating unit in winter, or 
for both purposes. When used as a year 
around unit it replaces the usual heating 
radiator, and is also capable of supplying 
needed moisture to the heated air. Con- 
densing unit used in conjunction is usual- 
ly installed in basement or closet. Several 
models are available to meet varying re- 
quirements of homes, offices, stores, etc. 


estimate of the new industry’s 
market indicates that it offers a 
$5,000,000,000 o p portunity. 
While the broad designation “air 
conditioning equipment” includes 
some devices requiring the ser- 
vices of skilled mechanics for in- 
stallation, most types of air con- 
ditioning units can be readily 
and easily installed by the aver- 
age hardware merchant. 

The fact that such units retail 
at a relatively high figure makes 
their sales possibilities doubly 
interesting to the hardware trade. 
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There is every reason to believe 
that earnest effort placed behind 
air conditioning devices will en- 
able the aggressive hardware 
dealer to build up a substantial 
volume of business in this new 
line. 

The simplicity and ease of in- 
stallation of such devices as hu- 
midifiers, certain types of air 
filters and room coolers, makes 
these particular units especially 
well adapted to general hardware 
distribution. In instances where 





The Bahnson Portable Humidifier, The 
Bahnson Co., Winston-Salem, N. C. 
Equipped with a tubular pump on the end 
of a small motor shaft. From this the 
water is discharged on a rapidly revolving 
disc and thrown against a number of grids 
which cause it to be broken into fine par- 
ticles. The air which is drawn into the 
device by a fan is washed, and after be- 
coming saturated with moisture is then 
gently blown into the room. Has a special 
humidity control which can be set to au- 
tomatically maintain a constant relative 
humidity. List price, $69.50 f.o.b. factory. 


a hardware merchant conducts a 
plumbing and heating depart- 
ment, he is well equipped to in- 
stall even the more elaborate 
types of air conditioning equip- 
ment. 

For the average dealer, there 





are room coolers, air filters, hu- 
midifiers, ventilating devices, al- 
ready available in such forms 











Burgess Mountainaire Ventilator, Burgess 
Battery Co., Mountaire Division, 202 E. 
44th St., New York, N. Y. Model C or 
sill type is shown, listing at $85 delivered. 
Model B, floor type, is similar in per- 
formance and lists at $125 delivered. Both 
models bring in fresh, outdoor air, filtered 
free from dust, dirt and soot, while at the 
same time eliminating annoying outdoor 
noises. Operates silently on either A.C. or 
D.C. current and consumes no more power 
than that used by a fifty watt lamp 


that they are very largely self- 
contained articles of merchan- 
dise. With few exceptions, they 
are as easy to install as are elec- 
tric refrigerators. During the 
past ten, years, more than 100 
manufacturers have been at work 
perfecting their products until 
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Airite Humidifier, Model D, Walton Mfg. 
Co., Inc., 39 Central Ave., Newark, N. J. 
Through a_ special mechanical process 
water is broken into a fine mist and cir- 
culated by an electric fan. Evaporates 
three pints of water per hour. Uses same 
amount of current as 60-watt lamp. Vase 
is 16 in. in diameter and 14 in. high, made 
of heavy gage copper finished in bronze 
green. List price of standard A.C. model 
D is $98.50. Other models are available. 
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The Airgard ventilator and silencer, The 
American Air Filter Co., Louisville, Ky. 
Illustrated with top raised to show filter 
pad which removes impurities from the air. 
With the window closed over a _ special 
aperture, the device is installed on the 
window sill. All air entering the room is 
filtered and circulated, while street noises 
are eliminated. List price is $79.50, f.o.b. 
factory. Dealer discounts range upward 
from a minimum of 33 1/3 per cent. 


practical units, well adapted to 
widespread domestic uses are a 
reality. The applications of each 
type of unit have been simplified 
until expert handling is rarely 
necessary. 

Nearly every one is a potential] 
buyer of air conditioning equip- 
ment of one type or another. 





The Royal Rochester Humidifier, The Robe- 
son Rochester Corp., Rochester, N. Y., in 
conjunction with the American Radiator 
Co. Holds three quarts of water, which 
has been found to be a sufficient quantity 
to supply adequate moisture to the air of 
an average sized room. An electrical heat- 
ing element brings the water to a boiling 
point and moisture is produced in the form 
of steam. An automatic device shuts off 
the current should the appliance accident- 
ally run dry. List price is $10. 


Humidifiers, whose function it is 
to provide the proper amount of 
moisture in the air, are highly 
practical for home, offices and 
schools. Scientists after exhaus- 
tive studies, declare that the air 
in the average home during the 
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Deluxe Aquazone, The Corozone Co., Cleve- 
land, Ohio. A complete air conditioner for 
year around use. Cools and washes the 
air while setting up a positive circulation. 
At the same time, through a Corozone de- 
vice built into the unit, it deodorizes and 
revitalizes the circulated air. A heating 
element in the water compartment provides 
a means for humidifying the air in win- 
ter. Deluxe Aquazone, standard A.C. type, 
lists at $147. Dealers’ discounts range from 
25 to 33 1/3 per cent. 


heating season is as dry as the 
desert. This arid condition is 
declared responsible for many 
colds and similar respiratory in- 
fections. 

The proper humidity main- 
tained by a humidifier, which 
evaporates and diffuses a large 


quantity of moisture, also pre-. 





Klenzair Portable Air Washing and Cool- 
ing Fan, The Swartzbaugh Mfg. Co., To- 
ledo, Ohio. Draws air through four sprays 
of water, washing it in the process, and 
releases it cool, clean and properly humidi- 
fied. Maker states dust, pollen, tobacco 
smoke and obnoxious odors are removed. 
Parts are in rust-resisting finishes or ma- 
terials. Stands 40 in. high, while base is 
15% in. in diameter. Net weight, 22 Ib. 
List price, $35 east of Denver, Colo.; 
$37.50 in the West. 





vents furniture in the home from 
cracking, and the joints from 
pulling apart. It protects other 
furnishings from being affected 
by the lack of sufficient moisture 





Ilg-Kold Ice Cooler, Ilg Electric Ventilating 
Co., 2850 N. Crawford Ave., Chicago, 48 in. 
high, 48 in. long and 16 in. deep, mounted 
on ball-bearing, rubber-tired casters. Ice 
capacity, 300 Ib. Entire unit fully charged 
weighs 600 lb. One charge of ice is said 
to provide positive cooling for about ten 
hours at a low cost. Consumes an average 
of 30 Ib. of ice per hour in cooling a room 
area of 1200 cu. ft. Equipped with Ilgair 
70-watt propellor fan having a self-cooled, 
fully inclosed motor which resists damp- 
ness. Dehumidification takes place during 
the cooling process. List price, $214 net, 
f.o.b. Chicago. Dealer discount, 20 per 
cent on drop shipments, or 25 per cent if 
sample is ordered 


in the air. These facts offer am- 
ple evidence that humidifiers are 
essential for everyone’s comfort 
and health. At the same time they 
prolong the life of all furniture. 
Several different types of portable 
humidifiers, entirely suitable for 
the merchandising facilities of 
the average hardware store, are 
now on the market. 

Cooler and healthier air, as 
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provided by room coolers, also 
fills a long felt need. In addition 
to being well adapted for house- 
hold use, several types of room 
coolers are most effective for pro- 
fessional offices, florist shops, 
small retail stores, banks, etc. So 
efficiently do these devices func- 
tion that inside temperatures are 
maintained at a point ranging 
from 10 to 15 deg. below that 
prevailing outside. 

Some room coolers employ the 
basic processes of mechanical re- 
frigeration, either in self con- 
tained units, or through a series 
of cooling units operated from 
compressors placed in remote lo- 
cations. The latter type, in oper- 
ating principle, can be likened to 
the commercial, or apartment 
house, installation of electrical 
refrigerators served by central 
refrigerating units. Other types 
of room coolers involve the use 
of artificial ice, or rapid changes 
of air. Certain types of room 
coolers are also made so that the 
unit which cools the air in sum- 
mer, also warms it, and supplies 
the proper amount of humidity, 
during the winter months. In 
such instances, the units em- 
ployed replace present radiators. 

The third type of air condition- 
ing device well adapted to the set- 
up of the average hardware store 
is the air filter. This device is 
available in self-contained form. 
In operation, it usually combines 





Clements Air Conditioner, Clements Mfg. 
Co., 6650 S. Narragansett Ave., Chicago, 
Ill. Requires no outside air ducts or con- 
nections other than regular electric out- 
let. Humidifies, cleanses and deodorizes 
while delivering more than 9000 cu. ft. of 
properly conditioned air per hour. Sets up 
circulation said to be equivalent to a 15- 
mile breeze. Has provision for using ice 
as cooling medium in hot weather. Tem- 
perature is controlled automatically. 
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the functions of sound absorption, 
with filtering, purifying, and cir- 
culating the air. The apparent 
advantages of a device of this na- 
ture make it an especially prac- 
tical unit for city dwellers. Hotels, 
office buildings, apartments, hos- 
pitals, and similar large struc- 
tures located in crowded urban 
districts, have already recognized 
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Modine Ice Fan, Modine Mfg. Co., Racine, 
Wis. Three sizes available. Consists of 
ice charged storage cabinet equipped with 
an electric blower. Hot, humid air is drawn 
in at the base of the device and is deliv- 
ered cool and freshened through the top 
grill. Direction of air stream can be con- 
trolled by an adjustable deflector. A de- 
humidifying action takes place during the 
cooling process, in which excess moisture 
is removed from the delivered air. One, two 
or three ice container sections can be used. 
Illustration shows a two-section unit. List 
prices are about the same as those pre- 
vailing for good electric fans. 


the merits of electric air filters. 
In external appearance, most air 
filters resemble the old-fashioned 
oblong radio receivers. They are 
installed on the window sill in 
such a manner that the window 
remains closed and all air en- 
tering the room must pass through 
this device. By this process, the 
air is filtered and circulated with- 
in the room while outside noises 
are eliminated. 

With torrid summer days 
ahead, the progressive hardware 
merchant has an added reason for 
giving serious consideration to 
adding air conditioning devices 
to his stock. As they provide 


another excellent opportunity for 
relatively large units of sale, with 
profits in proportion, it would 
seem that opportunity is again 
knocking on the hardware deal- 





Copeland Room Cooler, Copeland Products 
Co., Mount Clemens, Mich. Blower type 
room cooler, with which standard condens- 
ing unit* is used. Cooler unit, as illus- 
trated, consists of large area cross fin coil, 
mounted in metal housing having adjust- 
able air deflectors at the front and a spe- 
cial type exhaust fan at the rear; speci 

expansion valve and removable drip pan 
at the bottom with connections for carry- 
ing away condensation. With exception of 
fan, all parts are aluminum, brass or cop- 
per. Capacity of unit is 85 lb. of refrig- 
eration per hour, or 534 cu. ft. of cooled 
air per minute. Condensing unit also used 

is installed in remote location. 


er’sdoor. Aggressive dealers will 
respond in a creditable manner 
before other types of retail outlets 
welcome “air conditioning equip- 
ment” as a paying and exclusive 
guest. 

In the development of the air 
conditioning industry there will 
be new models and improve- 


ments. There are also other de- 





Chilaire portable air cooler, The Chil Aire 
Corp., Kansas City, Mo. Said to be capable 
of lowering the temperature of the average 
room from 10 to 20 degrees. Capacity, 250 
Ib. of block ice, which suffices for about an 
8- to 11-hour period. Cost of operation is 
about that of an ordinary electric fan. 
Ice water is circulated through a radiator 
type heat absorber, and the warm air 
pulled through the absorber is chilled below 
the dew point, thus precipitating moisture 
and reducing humidity. Cooled air is then 
gently blown into the room through the 
front and side grills. 


vices now on the market not 
shown here. As other types and 
improved models are brought out, 
illustrated descriptions will be 
presented in the usual manner 
in the “What’s New” section of 
HARDWARE AGE. 
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Random Thoughts 


HIS morning coming down 

to New York on the train I 

met one of the greatest sta- 
tisticians in the country. Hehasa 
national reputation. In the course 
of our conversation he remarked: 
“T am sick of statistics. I hate 
figures. Most of the figures we 
compile are never studied. Very 
few people know what they mean. 
Practically everything that we 
work weeks and months on is 
summed up in the price of raw 
materials. If you want to know 
what is happening just study the 
price of raw materials. As long 
as these prices go down business 
is on the toboggan. When these 
prices stop going down business 
has come to a level. When raw 
materials start going up business 
is on the up grade. That is all 
there is to it. I am giving you 
this information without charg- 
ing you my usual fee of $100 
per day.” 

e*. * 

I add quite a little to the in- 
come of the New York, New 
Haven and Hartford Railroad, 
traveling up and down between 
New York and Bridgeport. I am 
getting acquainted with the local 
station agents. Each of these local 
agents has to run two stations. 
The New York, New Haven and 
Hartford Railroad has four 
tracks, two going to Boston and 
two going to New York. There 
is one station on the down side, 
and another on the up side. The 
station agent travels in a tunnel 
under the railroad from one sta- 
tion to the other. 

The other day when I bought 


a local ticket, as I was the only 
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buyer, I inquired, “Well, how 
are things?” “Pretty good,” he 
answered, “I have only gotten a 
reduction of 10 per cent.” “You 
are lucky,” was my reply. Then 
he looked at me through his little 
window and said, “I would like 
to know something, what is it all 
about?’ I replied confidentially 
that was something I would like 
to know myself. “Where has all 
the money gone?” he inquired. 
“Tt must be somewhere. Some- 
body must have it. It hasn’t been 
destroyed or burned up.” 

Then as I came into New York 
on an elevated track, as we passed 
the tenement buildings, I noticed 
a lot of vacant flats. What has 
become of the people? They 
must have gone to the country to 
double up with their relatives. 


* * O* 


The New York Times is a great 
newspaper. Yesterday, Sunday, 
I carefully studied the “want” 
columns. In jobs offered most 
of them were for salesmen. It 
was surprising how many con- 
cerns needed salesmen. There 
were salesmen wanted for all 
kinds of goods, in almost every 
line, but the significant fact was 
these jobs were practically all of- 
fered on a commission basis. 


ee * 


Recently, I attended a conven- 


tion and the subject of discussion 


was “New Avenues of Trade.” 
One of the speakers suggested 
that the merchants carefully 
study the obituary notices in the 
papers, also the administration 
of wills. When an estate is di- 
vided between long expectant 


heirs these heirs are just hungry 
for a lot of things they have 
wanted for years—electric re- 
frigerators, oil burners, baby 
grand pianos and a lot of other 
things. An heir with easy money, 
so this speaker stated, is a won- 
derful sales prospect. 

I have always been interested 
in reading the page devoted to 
wills and testaments. It is sur- 
prising every day how many es- 
tates are distributed that amount 
to more than a million dollars. 
Some of these wills are not only 
interesting, but have a very hu- 
man angle. One very rich elderly 
lady recently left a million dol- 
lars to the Cathedral of St. John 
the Divine, if Bishop Manning 
were not alive. If, however, the 
Bishop was still in charge then 
this money was to go to St. Luke’s 
Hospital. As the little Bishop 
happened still to be on deck the 
Cathedral lost the money. The 
good lady in her will made no 
explanation, but it is quite evi- 
dent that some difference between 
her and the Bishop cost this Ca- 
thedral one million bucks. 

es 


Among gther sorrows and dis- 
appointments that have come to 
me is one I can hardly bear—the 
Graphic, an evening paper in 
New York, has suspended and 
stopped publication. Some of 
the editorials in the Graphic were 
really very good indeed. I don’t 
know who wrote them, but they 
had a directness, freedom and 
courage that was refreshing. It 
was a curious thing that such 
good editorials should be lined 


(Continued on vage 41) 
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O know the cost of doing 

business is the foundation 

of every successful enter- 
prise. The initial investment in 
truck equipment and the subse- 
quent expense of operating and 
maintaining that equipment is de- 
serving of more consideration 
from a pure dollar-and-cents 
standpoint. The intimate tie-up 
of modern transportation service 
with satisfied patronage demands 
that every opportunity be grasped 
to maintain that important rela- 
tionship, especially in these keen- 
ly competitive days. 

Some _truck-using hardware 
dealers are inclined to feel that 
careful recording of truck oper- 
ating costs, costs more in time 
and money than it is worth. This 
is not so. Whether a dealer em- 
ploys one or ten trucks, specific 
knowledge of the cost and char- 
acter of his delivery will repay 
him manifold for the effort spent 
to develop it. The experience of 
hundreds of retailers has shown 
definitely that some method for 
checking truck cost and work ac- 
complishment is essential if plans 
for better management are to be 
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successful. The plan need not 
be expensive nor burdensome. 
Many small retailers keep their 
trucks under close control with 
simple workable plans involving 
as few as just two steps. But be- 
fore discussing such a plan, let 
us consider briefly the various 
types of valuable information to 
be-eulled from records properly 
kept and used. There are two 
classes, primary and secondary. 
The latter is based on the former. 
Among the most important 
types of primary information 
are: 
(1) The actual average cost 
per day, per mile, per 
package, per delivery, or 
any other unit-mile cost 
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COMMERCIAL MONTHLY COST 
CAR JOURNAL Standard Cost System SUMMARY SHEETS 


CAR JOURNAL SUMMARY SHEETS 


ead OPERATION &@ MAINTENANCE 
Month entiog_— aes 12 __ 19k 


— Capacity in lbs. “500 


COMMERCIAL Stand 1 Cost System MONTHLY COST 


Number of Truck 77. 


Make of Truck x¥2 








Compiete eyrem — 500 drivers’ deity route cards, 6@ monthly summary o 
‘Addrem CHILTON CLASS JOURNAL COMPANY, Chesmet and S6th Streets, Philedelphis, Pu. 
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2—Days operated 

3—Days idle. 

4—Days maintained (Item 2-4 Item 3). 
5—Tetal hours operated 

6—Total miles covered 

7—Total tripe made. 

8 Feteltone or packages or-veopr— 


Performance Averages 





9—Avernge miles per day maintained (Item 6 ~~ Item 4) 
10—Average miles per day operated (Item 6 ~~ Item 2) 
11—Average miles per trip (Ream 6 + Item 7), 





B—Total Maintenance Charges = 
Fixed Charges 


SY © __per year 


Insurance, fre @-———_> 
iability @—=269- 22 per year 











C—Total Fixed Charges.......... 
*Note: Omit one of these. 














12—Average temepstepe-er packages per trip (Item 8 -> Item 7) 
13 Average -comenastent-ste-emebes, package miles erctep-emeles per trp. 


14—Total expenses for month (Sum of Items A. B and C) 

15—Cost per day operated (Item 14+ Item 2) 

16—Cost per day maintained (Item 14 —~ Item 4) 
17—Cost per mile operated (Item 14 + Item 6) 

18—Total commassial-tewr-milen, package-miles or step-amies (Item 7X Item 13) 
19—Cost per wommmereiai-ten-mile. package-mile or step-miie (Item 14 Item 18) 


Recapitulation 








Fer one truck or one hundred trucks these simple summary sheets with the driver’s combination route and 
mechanical report card on opposite page furnish all the system needed for efficient, economical delivery 
operations. Dealers may rule up their own cards and sheets or can obtain them at low cost by sending 
orders to HARDWARE AGE, with cash in advance to obviate any bookkeeping. Complete system, includ- 
ing 500 driver’s cards, 60 monthly summary sheets in a ring binder. $9.50. 
and for sheets only $1.50 for 60. 


according to the desire of 
the owner. 

(2) The tire mileage and the 
cost of tires per mile. 

(3) The gasoline consump- 
tion per mile and the cost 
of fuel per mile. 

The cost of repairs per 
mile over any given pe- 
riod. 

The total time worked, 
the time lost in operation 
due to delays in loading, 
traffic or other tie-ups, or 
while in the shop for re- 
pair. 

After developing this primary 
data we are equipped to develop 
a lot of secondary information, 
namely: 

(1) To estimate the cost of 
truck delivery as com- 
pared with other methods 
of pick-up and delivery. 

(2) To compare the cost of 
operation of one truck 
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(3) 


with that of another of the 
same capacity in the 
same class of work, or to 
determine if any one item 
of truck expense is exces- 
sive. This knowledge is 
valuable as a guide in fu- 
ture buying. 

To provide a check on the 
operating efficiency of re- 
pair work, between the 
hardware dealer’s own 
shop, if he has one, with 
outside shops, or between 
outside shops. 

To check on the ability of 
drivers, their treatment of 
trucks and their general 
deportment which infor- 
mation is helpful in the 
hiring, firing and training 
of drivers. 

To show the cost and fre- 
quency of accidents. On 
this information educa- 
tional safety campaigns 


For cards only $4.00 for 500, 


can be plotted and _bo- 
nuses arranged based on 
actual savings. 

To indicate when present 
equipment should be re- 
placed. When a_ truck 
has been entirely written 
off, ascending cost of re- 
pairs is the barometer of 
replacement. 

(7) To serve as a guide in the 
inspection, lubrication 
and repair of the truck. 
High costs in any of the 
several itemized cost ele- 
ments are danger signals. 
For example, high gaso-. 
line, oil and minor repait 

indicate the 

need of an_ important 
overhaul job to eliminate 
continued loss on opera- 

tion, etc. 
Each of these types of infor- 
mation is valuable to the man 

It is from 


costs may 


who operates trucks. 
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such facts that savings which 
mount into many dollars can be 
made. To get them, a cost sys- 
tem, of course, is the first essen- 
tial. But unless the elements in 
this system are properly analyzed 
the system does not fulfill its pur- 
pose and might just as well be 
scrapped. For example, a figure 
in the record represents nothing 
but the result of a number of fac- 
tors in operation. It is a total 
and by itself does not provide 
any of the information listed 
heretofore. But by tracing back 
—getting at the history of that 
total—then the desired facts be- 
gin to reveal themselves. An item 
is high. Why? Some factor in 
the operation has caused it to be 
high. Likewise a figure is low. 
There’s an explanation for it. It 
can be ascertained, but is means 
going back of the operating cost 
of the truck or trucks, studying 
its repair record, driver’s report 
card, and analyzing each item of 
operating expense. 


It Is Not Complicated 


This seems complicated, but it 
really isn’t. A little experience 
brings facility and, like an ac- 
countant searching for a slip in 
addition, a knack for quickly ar- 
riving at the source of trouble. 
Every hardware dealer should be 
interested in his truck records. 
Don’t keep them as some do, 
merely because it is the thing to 
do, or simply because the figures 
tell him what his trucks cost, but 
because they tell him what his 
trucks are doing or failing to do. 

A cost system to be serviceable 
need not be involved. As a mat- 
ter of fact the less clerical work 
entailed the more accurate will 
be the final results. After all, 
there are but two fundamental 
types of facts of be known: (1) 
the amount of work accomplished 
by truck and driver and (2) the 
cost of doing that work. To de- 
velop these facts is more a mat- 
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ter of accuracy than employment 
of an elaborate system. 

Probably one of the simplest 
systems in use today is the two- 
step plan mentioned earlier. It 
is a standard cost system origi- 
nated by Commercial Car Jour- 
nal for operators of one, or one 
hundred trucks. The system com- 
prises two elements for each 
month —a set of driver’s route 
cards, one for each truck for each 
day of the month, and a monthly 
truck cost summary sheet, one for 
each truck. 


System Self ’ Contained 


The system is self-contained and 
does not interfere with the general ac- 
counts of the concern using it. Bills, 
payments and collections on account 
of the trucks should be handled as 
usual and all information regarding 
expenses should be obtained from the 
ledger—such as overhead charges, 
truck investment, depreciation and in- 
surance. 

How easily the system is kept and 
how simply fundamental information 
is developed becomes at once appar- 
ent by shadowing a truck passing 
through the recording machinery. 
For this purpose we have selected one 
of several three-quarter ton models 
owned by a New York retailer. This 
truck travels twenty to thirty miles 
per day and makes about one hundred 
deliveries. It must be remembered, 
however, that while this particular 
operation may not apply to the opera- 
tion of all concerns, the principles in- 
volved apply to all, and are readily 
adaptable even though only one truck 
is employed and that one is controlled 
by one man, the proprietor. 

Each morning the driver of the 
three-quarter ton truck receives a 
driver’s route card, upon the back of 
which is printed a mechanical report, 
in exchange for the previous day’s 
filled card. (See Figs. 1 and 2.) 

When the driver leaves the garage 
he fills in this card with his name, 
the number of the truck and the date. 
The garage manager or shop foreman 
notes the time of departure. If the 
garage is located on the premises and 
the operation a one-man proposition, 
the proprietor himself fills in this 
item. 

Arriving at the store, the driver 
and his helper load the truck with 


the packages to be delivered and re- 
ceive delivery instructions. Under 
“out” on the route card, the driver 
marks the number of packages to be 
delivered. On smaller operations 
where the driver is also a clerk, sales- 
man and general all-around helper, 
the same procedure is followed, al: 
though deliveries may not start until 
later in the morning; may only be 
one or two shipments; or perhaps 
may only be a pick-up. The record 
is the important point no matter how 
little the truck may be required to do 
in a given day or week. 

Upon returning to the store at the 
end of the trip, the driver notes the 
number’ of packages actually deliv- 
ered, the number picked up enroute, 
and the number with which he re- 


turned to the store. Under mileage - 


is included the distance from garage 
to the store as well as the trip mile- 
age. 

As the route over which this partic- 
ular driver operates has a large num- 
ber of stops with many packages to 
be delivered, only one trip was made 
for the day, at the end of which the 
driver returns to the garage. This, 
of course, is unusual in most hard- 
ware businesses where trips are short 
and deliveries frequently few. But 
no matter how many trips are made, 
each should be recorded, as this in- 
formation is the backbone of work 
analysis. 


Checking List 


Before putting up the truck for the 
night, the driver checks over the list 
of parts on the mechanical report, 
which is on the reverse side of the 
route card (Fig. 2). He places a check 
mark opposite all the parts which in 
his judgment are performing prop- 
erly. If, for example, he finds that 
his engine has been overheated sev- 
eral times during the day, he will 
place a letter “A” in the space op- 
posite “Cooling.” Or if his fan-belt 
breaks, he will place a letter “R” op- 
posite “Fan-Belt” in the second col- 
umn. If there are any other points 
which have given trouble, and which 
are not on the list, he makes note of 
it on the blank lines at the bottom of 
the card. The card is hung on a hook 
in the cab, and the driver is through 
for the day. Except possibly in one- 
truck operations in which event there 
are extra duties for the driver. The 
next step depends on the size of the 


(Continued on page 38) 
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Loizeaux Uses 


Direet 
Mail 


Advertising 


HE J. D. Loizeaux Lum- 

ber Co., Plainfield, N. J., 

a town of more than 
30,000, used a spring bulletin 
this year and last, in connection 
with its two hardware stores. 
Both bulletins were entirely pre- 
pared by members of the staff 
and were run off on the com- 
pany’s mimeograph machine. A 
member of the firm in an office 
memorandum last year said, “I 
feel that there is a gold mine in 
the way of business by the con- 
sistent and regular use of direct 
mail to our contractors, indus- 
trial plants and residents: of 
Plainfield and — surrounding 
towns. 

“Every copy of the bulletin 
that was sent was ‘stuffed’ with 
from two to four pieces of litera- 
ture illustrating and describing 
some one of the articles covered 
by the bulletin or with other lit- 
erature that tied up other depart- 
ments of our business with the 
bulletin was also appropriate to 
this season. In all we sent out 
approximately 20,000 pieces of 
printed matter.” 

Last year’s Spring Bulletin 
cost $150.27. There were 9,117 
copies mailed. It comprised six 
pages of sketches of merchan- 
dise, together with price infor- 
mation and other descriptive 
matter. Here and there were 
little sketches of people garden- 
ing or fixing lawns.  Illustra- 
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A page from the mimeo- 

graphed bulletin of the J. D. 

Loizeaux Co. Above: The 
Loizeaux store. 


tions and other art work were 
prepared by the staff. 

Return postage was guaran- 
teed thus keeping the list free 
of “dead” names. 

Miss C. Louise Ricketts, pur- 
chasing agent, is handling this 
year’s Spring Bulletin. In place 
of the dull yellow stock she is 
sending bright yellow and blue 
stock, alternating the pages. 


This year’s bulletin is well illus- 
trated and seeks to attract atten- 
tion to the company’s ability to 
supply requisites for cleaning 
up, painting, repairing and im- 
proving the lawn, garden and ex- 
terior of the house, instead 
featuring particular lines of 
merchandise. Illustrations show 
a garden with rustic wooden 
fence, flagstone walk, bird house, 
bird bath, a lawn roller and a 
lawn chair, all of which can be 
obtained from the company. 
Most of this year’s bulletin is 
written in the form of little ad- 
vertising jingles accompanied by 
sketches to further emphasize the 


point of the jingles. It is 


being mailed to 6,000 customers 
and prospects, only those resid- 
ing in the better sections of 
Plainfield and vicinity being in- 
cluded in the list this year. The 
original list was compiled from 
directories. 

In addition to the bulletin, the 
company is a consistent user of 
advertising space in a local pa- 
per having a circulation of 
15,000. 

L. B. Skillman is manager of 
the main and branch hardware 
stores, the branch being oper- 
ated by one man and the main 
store having a personnel of six. 
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by C. J. WHIPPLE 


President, Hibbard, Spencer, Bartlett 
& Co., Chicago, Ill 


INCE the publication of a 
recent report on chain store 
operation by the Federal 

Trade Commission, there have 
been a number of articles written 
and many inquiries received on 
the subject of “Voluntary 
Chains.” The success of some of 
the existing chains in other lines, 
such as the drug and the grocery 
fields, has quite naturally brought 
up the question as to whether or 
not this same type of distribution 
could be extended to hardware. 
While I do not profess to have 
anything but a superficial know!- 
edge of the chain store method of 
selling, it occurs to me that your 
readers might be interested in a 
wholesaler’s point of view on this 
subject. 

From my observation the real se- 
cret of the success of chain stores is 
due to the fact that they carry fewer 
items and sell more of each item. It 
has been said that they sell more per 
square foot of area occupied than in- 
dependent stores, but be that as it 
may, this matter of carrying fewer 
items, together with the elimination 
ef slow moving items, increases turn- 
over and the selling of more of each 
individual item reduces handling 
costs. I do not know of any success- 
ful chain that does not have a very 
much higher stock turnover than the 
average retail merchant regardless of 
the line in which he may be in. In 
order to bring this about, it seems to 
be almost essential that the various 
retail outlets have identical stocks to 
offer the public. By that I mean that 
they carry very nearly the same line 
of goods in one store that they do in 
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VOLUNTARY CHAINS 


Do Retail Hardware Merchants Need a Chain to In- 
sist That They Use Modern Display Methods and 
Visible Pricing? Do They Need a Chain to Make 
Them Regulate Stock Quantities to a Turnover 
Basis? Do They Need aChain to Help Them Adver- 
tise and Make Frequent Good Window Displays? 
W hat Can a Voluntary Chain Organization Provide 
That Is Not Available Today from the Nearest 
Wholesaler Asks the Author of This Article, Who 
Also Doubts the Ability of Chain Systems to Arrange 
Standard Stocks of Hardware, a Very 
Necessary Factor in Chain Methods. 


all others. It is my impression that 
where this uniformity does not exist 
the chains have not been so success- 
ful, and I believe the operating re- 
sults of some of the department store 
chains will testify as to the accuracy 
of this statement. 


Standard Stocks 


There is a great deal of doubt in 
my mind as to whether or not it is 
going to be possible to figure out any 
sort of a standard stock for a hard- 
ware store, even in a restricted area. 
Several years ago I did think that it 
could be done and thought that we 
could start with the City of Chicago, 
and figured three standard hardware 
stocks (small, medium and large) 
that would represent the ideal stock 
for a retail hardware store. I real- 
ized, of course, that there would be 
certain differences, but felt that 50 
per cent to 75 per cent of the items 
could be termed as standard and used 
in each store, so I started with our 
buying records and arbitrarily at- 
tempted to figure out three standard 
stocks—one to total $2,500, one 
$5,000 and one $7,500. Then the 

















gross amounts were broken down ac- ; 
cording to our buying departments 
and each buyer given his proper pro- 
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Do We Need Them in the 


Cc. J. WHIPPLE 





portion of the total and asked to sub- 
mit the best selling items in his line 
based on his many year’s records of 
the sales of each item. After this 
was done we handed these lists to our 
City Salesmen and offered a substan- 
tial cash award to each man who 
would submit this standard stock, 
which we termed the “backbone 
stock,” and a still larger prize to the 
salesman who submitted the best se- 
lected stock. Thus far it was fairly 
easy sailing. The salesmen were anx- 
ious to co-operate and, with few ex- 
ceptions, they all submitted three 
standard stock orders. When we 
came to compare the various items se- 
lected, there was practically no uni- 
formity. They could not agree even 
on the better selling sizes of nails, 
screws and bolts. I was still con- 
vinced that I was right and they were 
wrong, and we struggled with the 
matter for a long time but could not 
get anywhere with it. We found that 
in some sections dealers specialized in 
electrical equipment, which repre- 
sented a large share of their total 
business. In another part of the city 
it was paint. Stores located near the 
manufacturing district specialized in 
mechanics’ tools. In the suburban 
districts garden equipment was sold 
that was not even carried in the 
thickly settled part of the city. Then 
again, in apartment house sections 
janitors’ mops and floor brushes, re- 
tailing at from $5 to $10, were sold in 
large quantities, but were absolutely 
unheard of in the residential section. 
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Based on our survey, there was a 
very, very small part of the total 
stock that could be termed standard 
—so small indeed that it was not 
worth while to attempt to specialize 
in it. 

If our observations were correct, it 
would seem difficult to figure out any 
sort of a standard stock that would fit 
in all over the country. Surely if it 
could not be done in a single city, it 
is hard to expect that any sort of a 
standard could be agreed upon for 
the country as a whole. Then again, 
these stocks ran from 2,000 to 5,000 
items, while I am told that the aver- 
age chain store stock is very much 
smaller in the number of the different 
articles sold. 


Why Organize Chain? 


I am not attempting to argue 
against voluntary chains nor the 
chain type of selling. Surely no one 
can deny the wisdom of eliminating 
from any retail stock the merchan- 
dise that does not sell, nor can any- 
one dispute the advantage of an at- 
tractive store layout with plain prices, 
attractive show windows and a con- 





“There Are Few Voluntary Hard- 

ware Chains,”’ L. W. Moffett, Wash- 
ington representative of HARDWARE 
AGE, interpreted the recent U. S. Gov- 
ernment study of this subject. Based 
on cold facts gathered by the Federal 
Trade Commission, Mr. Moffett told of 
the limited application of the volun- 
tary chain principle in the hardware 
field. He stressed that the need of bet- 
ter merchandising was equally as vital 
as the intended buying advantages of 
such organizations. A fitting sequel to 
the Moffett article is this contribution 
by Mr. Whipple, prominent Chicago 
wholesale executive, who has for many 
years studied the needs of independent 
retailers and has conducted experiments 
in their behalf. Additional copies of 
this article and of the previous one by 
Mr. Moffett are available on request. 


—THE EDITORS. 


I N our May 26 issue, under the title 





Hardware Business .. e 


sistent advertising program. The 
voluntary chain insists upon its mem- 
bers taking these steps and, at the 
same time, requiring them to follow 
a proper method of retail pricing. 
The successful type of voluntary 
chain squarely meets and does not 
sidestep the threat of cut price com- 
petition. While there can be no doubt 
as to certain benefits that accrue from 
following the chain type of selling, 
why is it necessary to organize a 
chain in order to accomplish this re- 
sult? Have we not sufficient ability 
in the ranks of our independent re- 
tail hardware dealers to do these 
things that must be done? Surely 
the progressive type of wholesaler 
recognizes the problem and is pre- 
pared to extend the help and service 
that is needed. 

There can be no very radical 
change in our system of distribution 
that will succeed over any period of 
time unless it is an economic one. If 
someone can devise a cheaper way of 
getting the goods from the maker to 
the consumer and, at the same time, 
perform the service that our buying 
public have been educated to expect, 
that is the way we are all going to 
distribute goods in the future. Co- 
dperative buying and the passing 
along of the wholesaler’s function to 
the manufacturer is not eliminating 
any expense, neither is carrying a 
very limited stock and requiring cash 
in advance or net cash terms, thus 
sidestepping the wholesaler’s credit 
obligation. Real progress must come 
from improved methods. 

I think a good many dealers have 
a very exaggerated idea as to the 
wholesaler’s gross margin of profit. 
Based on published reports, this gross 
margin over a period of years has 
averaged not far from 20 per cent of 
sales. Assuming that the jobber can 
buy as economically as the chain, 
this 20 per cent is the mark that the 
new type of distributors have to shoot 

(Continued on page 39) 
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ADVERTISING HARDWARE AGE 


a = ADVERTISING SERVICE 


By Samuel Kalp f 


HOW TO USE 


The illustrations, layouts and ads supplied with this service are especially 
planned to help every hardware store make its advertising more practical 
and effective by the liberal use of human interest illustrations. Copy is 
always supplied in so far as it is practical for use by all of our clients. 

The description and pricing of the items must necessarily be left to the in- 
dividual store in most cases. In writing the descriptions to give to your 
printer with the supplied ad layout, keep in mind that brief, to the point 
descriptions are the most effective. The style, size, colors, unusual features 
or special economies effected by the use of the item -should be given. 
If greatly reduced, it is sometimes desirable to show former as well as 
reduced price. If any question arises concerning the use of these ads, write 
us. You'll find us willing to help you sell more hardware at all times. 


HOW TO ORDER 


If you have local stereotyping facilities, request the complete sets of mats 
of all the advertising illustrations on these two pages, inclosing your check for 
$1.25. If you need mounted cuts order them by number given under each cut, 
listing the numbers in a column. Figure the charge of 35c. for each cut 
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On this Fifth | Day of Sep- when less than ten cuts are ordered; when ordering ten cuts or more figure 
tember we join heart and the charge at 30c. for each cut ordered. Inclose check with order, please— 
hand with the great army of this saves bookkeeping of small amounts. Send all orders to 
workers in celebrating Labor 
ane amet HARDWARE AGE ADVERTISING SERVICE 
ceed. We extend our sincere 239 W. 39th St. New York City 
wishes for a pleasant day to x ‘ . 
all. Our store will remain (All Ads Are Planned Six Weeks in Advance to Give You Ample 
closed all day Monday, Sep- Time to Order Illustrations) 
tember the Fifth. 

YOUR STORE NAME 

















A Great Event _ the Thrifty! 


We’ve bought new merchandise for this Big Sale 
from manufacturers who produce high quality 

















encare e goods but recognize the lower cost of raw mate- 
rials and labor and price their products accord- 
v8 : is f ‘ingly. That’s why we are now offering the great- 
E h sr — laces est values in our History. Buy now and get more 
M4 regular vernment for your money! 
veryt inp Postal Card. Just 





For Fall Hunting add the additional 


. type matter and (List Items (List Items 
portsmen will get a genuine hand this layout . : . . 
thrill out of our hunting sup- with cuts to. your ; With Prices) With Prices) é 


plies. You’ll find the fine, 
dependable quality that hunt- 
ers who know insist upon, at 


prices you can afford. Vacuum Cleaners 
A real bargain! Automatic ejec- 


tor, genuine walnut stock and (\ $00.00 
\| 
t 





local printer. 
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Single Barrel Shotgun ( 


forearm, full choke barrel. Gage ( 
Here is your opportunity to buy 


(..), length of barrel (..). 
e . one of the best Vacuum Cleaners 
on the market at a price you can 


Smokeless Shotgun Shells 


afford. All the features of clean- 





Dependable shotgun shells for cn weliin - 

; “ g for at least one-third 
eae ay Senk ane, Always relia- more. Come in today and see 
ble. Size (..). Box of 25 (..). for yourself. 


4 boxes—100 shells (..). 


YOUR STORE NAME YOUR STORE NAME 
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Go After Early Fall Business 
With Good Advertising—It Pays! 
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Hand Rip Saw 


Regular pattern, extra quality 
steel blade, carved applewood 
handle. Length (..). Points to 
tron €..5.). 


Heavy Screw Drivers 


Polished forged tool steel blade 
running through entire length of 
handle, riveted through hard- 
Ty handle and ferrule. Length 





Now Is The Time 
To Make Repairs 


Give your home a thorough in- 
spection. It will pay you well 
to make repairs now. Labor 
and material costs are at rock 
bottom. You’ll save money if 
you buy your tools and sup- 
plies at (Store). Our quality 
is of the highest. 


(List Items 
With Prices) 


e e 
Drawing Knives 
High-grade tool steel cutting 
edge, 1% in. wide blade finely 
polished, hardwood handles. 

Length of blade (..). 


Quality Hammers 


Forged from high-grade steel, 
individually tempered — tough- 
ened by special process. Selected 
hickery handles. Weight (..). 


YOUR STORE NAME 





Back To School 
SPECIALS 


There are so many things to 
buy when the children start back 
to school. (Store Name) has 
provided these specials to help 
make your dollars go farther. 


(List Items 
With Prices) 


Vacuum 
Bottles 


Convenient % 
pint size bot- 
tle to fit in 
lunch box. 
Nickel plated 
cup. Price 
(..). Pint size 
CK 
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YOUR STORE NAME 










































SPECIALS 


Plenty of excitement at The Fair, and there will be plenty 
of excitement at (Store Name) on (Day and Date) when our 
Fair Week Specials go on sale. Look at these bargains. Plenty 


more await your selection. 











Step Stools 


A household neces- 
sity. Hardwood con- 
struction — metal 
rod under each step 
for reinforcement— 
no anal Height 
Swede 





(List Items 
With Prices) 








Electric Irons 


Chromium-plated fin- 
ish (will not rust, 
stain or _ tarnish), 
long life heating ele- 
ment. Complete with 
detachable cord and 
plug. 





YOUR STORE NAME 
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It’s good economy to paint 
now while the cost of high 
quality paint is so low and 
worthy men are out of jobs 
willing to apply it for rock 
bottom wages. 


Outside Paints 


The best all around paint we’ve 
ever seen at this price. It goes 
farther and lasts longer. Will 
look well for years. (..) per 
gallon. 


Varnishes 


Our varnishes will hold their 
brilliant luster for many months 
—and will stand up under hard 
wear. Made from a tested form- 
ula. 


YOUR STORE NAME 
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Window Display Suggestions 


HESE windows will be easy 

to install, and will be ap- 

pealing to the public be- 
cause of their orderly arrange- 
ment. The photographs selected 
for this week are from Montgom- 
ery & Crawford, Spartanburg, 
S.C. They were trimmed by F. 
C. Davis, who has carefully 
avoided a crowded appearance. 
The dealer’s helps used in both 
windows tie the arrangements to- 
gether. 

At this hot season of the year 
it is particularly desirable to use 
a good deal of pale blue, green 
and white in your window trims. 
These colors have a decidedly 
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cooling effect. Blue screens over Price tickets may be so han- _ tinctive color notes, in keeping 
your spotlights will have a sim- dled as to contribute greatly to with the general scheme, make 
ilarly pleasing coolness. the effect of the window. Dis- price tickets doubly effective. 
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Government Warning Against Adding Tax on 
Goods Bought Tax Free Confuses Trade 





Dealers May Advance Prices on Such Goods Providing Advance 
Not Ascribed to Tax—Refund Provided at Termination of Taxation 
Period in 1934 — New Ruling Covering Fishing Tackle Reverses 


by L. W. MOFFETT 
Washington Representative, 
Hardware Age 


“NONFUSION exists over 
certain phases of the 
Revenue Act of 1932, per- 

taining to the question of deal- 
ers raising prices on taxable 
merchandise, in stock prior to 
June 21, the date the taxes be- 
came effective. Accistomed to 
considering replacement prices 
as the true cost basis, retailers 
and wholesalers, have been dis- 
turbed over a warning by the Bu- 
reau. of Internal Revenue 
(HarpwareE AGE, July 7, 1932) 
which states it is a criminal of- 
fense for merchants to add taxes 
on goods in stock June 21. As- 
sessment of taxes on such mer- 
chandise is punishable by a fine 
of not more than $1000 or by 
imprisonment not exceeding one 
year, or both. 

However, the Bureau advises 
dealers that they are free to fix 
prices at which they sell goods, 
provided any price advance on 
merchandise bought tax free, is 
not ascribed, orally or otherwise, 
as due to the new taxes. The text 
of this subsequent statement fol- 
lows: 


“Dealers in articles of the 
classes taxable under the Rev- 
enue Act of 1932 are, of course, 
free to fix the prices at which 
they sell those articles. How- 
ever, section 1123 of the Rev- 
enue Act of 1926, under which 
section 627 of the Revenue Act 
of 1932 is applicable to the 
taxes imposed by Title IV of 
that Act, provides as follows: 

“Whoever in connection with 

the sale or lease. or offer for 
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Earlier Report 





sale or lease, of any article, 
or for the purpose of making 
such sale or lease, makes any 
statement, written or oral (1) ¢ 
intended or calculated to 
lead any person to believe 
that any part of the price at 
which such article is sold or 
leased, or offered for sale or 
lease, consists of a tax im- 
posed under the authority of 
the United States, or (2) as- 
cribing a particular part of 
such price to a tax imposed 
under the authority of the 
United States, knowing that 
such statement is false or 
that the tax is not so great as 
the portion of such price as- 
cribed to such tax, shall be 
guilty of a misdemeanor and 
upon conviction thereof shall 
be punished by a fine of not 
more than $1,000 or by im- 
prisonment not exceeding one 
year, or both.”’ 


“Under section 1123 it is a 
criminal offense for a dealer 
who increases the price of mer- 
chandise in his hands on June 
21, 1932, in order to take ad- 
vantage of the competitive situ- 
ation arising out of the imposi- 
tion of the taxes under the Rev- 
enue Act of 1932, to represent 
falsely in any way that the in- 
crease is due to a tax paid on 
the merchandise.” 





Any Questions 
About New Taxes @ 


Harpware Ace desires to help 
its readers solve their prob- 
lems in connection with the 
application of the new 
taxes, Inquiries will re- 
ceive personal attention of 
L. W. Moffett, our Wash- 
ington Representative. Ques- 
tions and answers of general 
trade interest will be pub- 
lished. Address your in- 
quiries to Editor, Hardware 
Age, 239 West 39th St., New 
York City. 


Of course on merchandise 
bought after June 21, on which a 
tax has been paid and the spe- 
cific tax amount only added to 
the selling price, such advance 
may be ascribed to the tax. 

Another point not generally 
understood concerns a refund at 
the termination of the tax period 
in 1934. Covering this phase 
the law provides: “When the tax 
is removed in 1934, the dealer 
who has in stock articles on 
which the tax has been paid, will 
be refunded the entire tax 
amount by the government.” 
(Section 606. ) 

In an interpretation relating 
to fishing tackle, the Bureau has 
reversed a previous unofficial in- 
terpretation. It was held shortly 
after the new law went into effect 
that fishing lines, when sold with- 
out hooks, sinkers, bobbers and 
other equipment, were exempt 
from taxation, and were also ex- 
empt when the lines and equip- 
ment were for commercial pur- 
poses, while being taxable when 
for sporting use. The Bureau 
has now ruled that the tax ap- 
plies only to reels and rods. 
Lines may now be equipped with 
hooks, bobbers, sinkers, flies, 
etc., and regardless of the pur- 
pose of the fishing tackle, it is 
exempt from taxation. Fishing 
nets likewise are exempt. 

The Bureau has been asked 
for interpretation of an article 
which exempts from taxation 
sales of sporting goods when 
made direct by the manufacturer 
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to tax-supported State and mu- 
nicipal schools and institutions, 
“without any intervening sale to 
a dealer or distributor.” It has 
been ruled that the regulation is 
to be interpreted literally and 
that it does not permit of exemp- 
tion for equipment sold by any 
agent, distributor or dealer. The 
sales must be made direct by the 
manufacturer. The goods must 


be for use of the State or munici-’ 


Bust Among Ourselves 


pal institutions, public schools, 
hospitals, etc., for “essential gov- 
ernmental function.” They are 
classed as being for “essential 
governmental function” when 
used for purposes intended, foot- 
balls for playing footballs; base- 
balls for playing baseball, etc., 
and for all sorts of gymnasium 
use. The exemption does not ap- 
ply on sales made to the Federal 
Government, however, regardless 





by CHARLES J. HEALE 


HREE years ago Beri 
LP watke electrified the en- 

tire hardware industry -of 
the American Continent with his 
Walker Modern Merchandising 
Plan, called the MMP. In this 
issue a news despatch tells how 
his firm, W. Walker & Son, Ltd., 
Toronto, Canada, is going 
through bankruptcy proceedings 
which may lead to complete 
liquidation of the business. 


HA —— 


Briefly, Walker 
the importance of price, yet also 
knew that price alone would not 
keep his retailer customers in 





recognized 


‘the competitive picture. He 


taught them better merchandis- 
ing and more than 200 dealers 
in Ontario participated in this 
plan. On a gentleman’s agree- 
ment basis, the retailers who 
modernized were put in position 
to meet all competitive prices, 
were provided with MMP decal- 
comanias and cooperative ad- 
vertising and selling efforts that 
increased business for them and 
for Walker. The complete work- 
ing plan, published in Harp- 
WARE AGE, Jan. 9, 1930, met 
with immediate and widespread 
response. To satisfy requests 
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Editor, Hardware Age 


for extra copies of this story 
10,000 reprints were necessary. 
This very week a leading Ameri- 
can manufacturer asked for two 
of the last four copies of this re- 
print. 

— HA — 

In one year Walker’s whole- 
sale sales volume increased 50 
per cent. At American trade 
conventions Bert Walker was a 
welcome speaker. Many vis- 
itors from all parts of the United 
States went to Toronto either to 
study the plan for their own 
adoption or to get into the pic- 
ture by selling Walker their 
wares for MMP distribution. 
The Walker plan, although not 
entirely original, was neverthe- 
less an important contribution to 
the very necessary closer rela- 
tionship between wholesaler and 


retailer. 
HA 








As might be expected with 
such rapid growth, Walker was 
soon able to accept large ship- 
ments of goods on very liberal 
credit terms. In turn, his in- 
creased sales to retailers went on 
with equally liberal credit. 
Jointly these related factors 
were apparently his undoing. 
During preliminary bankruptcy 


of whether the sales are made di- 
rect or indirect. Oddly enough, 
sales of firearms; shells and cart- 
ridges when sold to the Federal 
Government, States, or munici- 
palities are exempt from tax. 

Under the law, the entire bur- 
den of reporting taxes to the 
government has been placed on 
the manufacturer. Retailers and 
wholesalers are not required to 
render any accounting. 





hearings, letters and telegrams 
from 300 MMP retailers pledged 
support and urged continuation 
of the business. The creditors, 
who in a measure share responsi- 
bility, having permitted large 
orders on liberal terms, may 
therefore be persuaded to facili- 
ate a reorganization of the 
Walker business. 
HA 








Failing to get any response 
from Kenneth Dameron, after 
sending him the letter published 
in the July 7 issue of HARDWARE 
AGE, which asked some pertinent 
though not impertinent questions 
about his recent electrical appli- 
ance survey, I have invited all 
members of his committee to 
make answers or comments. To 
date one member has responded. 
just too late to catch this issue. 
In the August 4 issue, however, 
there may be more developments 
in the controversy arising out of 
the unfair interpretations of the 
publicity material that has been 
distributed on this subject. 
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A REGULAR FEATURE 
OF HARDWARE AGE 





How’s ace Hardware Business? 


Mr. James interprets for 
hardware men, such basic 
factors as, crop outlook, 
freight car loadings, circu- 
lation of money, building 
progress, employment, etc. 
He also deals with specific 
price trends, demand for 
merchandise, shortages 
and future outlook as re- 
flected by his study of the 
national hardware market 
situation. 











July 19, 1932. 


ARDWARE men, and all 
business, have welcomed 
this week the best of news 

from the country’s agricultural 
areas. This news is pushing 
into the background just now, 
some of our fears and uncertain- 
ties concerning politics, taxes or 
finance. All America is watch- 
ing with encouraged interest, the 
rapid oncoming of plenteous 
crops of grains, vegetables and 
fruits. There would be tonic for 
the harassed city business man, 
in a trip through the farmlands 
at this time, when optimism pre- 
vails as new wealth is being 
created from the soil. Rural 
communities begin to see return- 
ing buying power, as their price 
levels strengthen on a natural 
supply and demand basis. 


Almost ideal growing conditions, 
especially in the Central States, have 
advanced corn to a stand and prospect 
the best for many years. This bumper 
crop is being grown on an acreage no 
larger than in previous seasons, with 
a normal livestock consumption now 
at hand, to use at better than cash 
grain prices what the farmer calls 
“mighty cheap feed.” Milk output is 
very good, and the sales of cream, 
poultry and eggs are carrying thous- 
and of families along until their crops 
are marketed. 

Not in many years has labor been 
so plentiful and cheap on farms. In 
some States, every available farm 
dwelling is occupied, and the ratio of 
labor supply to demand is away ahead 
of last year. and two years ago. 

There are other angles to the crop 
picture, however. For example, a wet 
wheat harvest in the Southwest has 
caused considerable loss. Rains and 
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by STEWART JAMES 


the boll weevil are threatening a cot- 
ton crop well under last year, with 
acreage reduced 914 per cent below 
1931. The yield of peaches and ap- 
ples will be reduced from last season, 
but pears and all the small fruits are 
showing great promise. Large Michi- 


gan berry crops are moving profitably 
to market. 





July 1 Grain Estimates 


A total corn crop of 2,996,000,000 
bu. is indicated by July 1 conditions, 
the Department of Agriculture an- 
nounces. This compares with 2,557,- 
000,000 bu. last year. The total 1932 
wheat crop is estimated at 737,000,000 
bu. The very small winter wheat crop 
was figured at 432,000,000 bu. Durum 
wheat is estimated at 55,000,000 bu. 
and other spring wheat at 250,000,000 
bu. Forecasts of other 1932 grain crops 
were: Oats 1,217,000,000 bu., barley 
312,000,000 bu. and rye 44,300,000 bu. 


Live Stock Values Gain 


A sustained advance in farm com- 
modity prices is indicated by the long 
and steady rise in hog and cattle quo- 
tations, accompanied by better values 
for grains and butter. These ad- 
vances are undoubtedly an economic 
factor of utmost importance. They 
add thousands of dollars to the buying 
power of the farmer and will be felt 
not only in agricultural communities 
but in every part of the country. In 
the one month ended July 6, hog 
prices increased 57 per cent and cattle 
prices 17 per cent, with further rise 
apparently in prospect. 


Further Price 
Improvement Seen 


The spirited improvement which has 
been under way in the farm commod- 
ity markets shows signs of more gen- 
eral spread, and has favorably affected 
security prices at this writing. Price 
increases are attributed not so much to 
political and international develop- 
ments that might be encouraging, but 
seem rather to be a reaction from re- 
cent waves of liquidation and fear. 
The sustained strengthening in a num- 
ber of commodities over a period of 





weeks has led many to hope that com- 
modity prices have at last found sta- 
bilization, the most encouraging thing 
that could happen to business. It 
would mean eliminating huge inventory 
losses that have cut so heavily into the 
income of corporations during the last 
three years, And it would stimulate 
buying. 


Commodity Indexes Higher 


Bradstreet’s commodity index of 
July 1 advanced to $6.73 from $6.68 
on June 16. Fisher’s wholesale index 
advanced to 59.6 from 59.5 in its sec- 
ond consecutive weekly advance. An- 
other index which added to the note 
of encouragement was the wholesale 
price index of the National Fertilizer 
Association. This index advanced 8 
fractional points during the week ended 
July 9 to 61.5, marking its fourth con- 
secutive weekly advance. The index 
was 59.6 a month ago, and 68.6 a 
year ago. 

Bradstreet’s food index continued its 
advance during the week ended July 5, 
rising to $1.67 from $1.63 in the pre- 
vious week. Since there is normally 
little change in the wholesale prices at 
this season, the gain of 2.5 per cent 
brings the index up to 53.8 per cent 
of the 1928-30 average, the highest 
since the end of April. 


Bank Clearings Rise Sharply 


Bank clearings rose more than 21.6 
per cent in the week ended July 6, to 
$4,483,275,000, compared with $3,982,- 
404,000 in the previous week, Brad- 
street reports. As the normal trend at 
this time is slightly downward, the 
sharp increase, in the opinion of this 
agency, indicates some improvement 
in business activity throughout the 
country. 

Banks throughout the country during 
the first week of July reflected the 
relief brought by the passing of June, 
a critical month in banking. Only 
seven closings were recorded during 
the first five and one-half days of July, 
as compared with twenty-nine the last 
two days of June. Closings for the 
week were 37.3 per cent under the 
number for 1931. Furthermore, in 
spite of a bad June, it was 28 per cent 
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better than last June, and there was a 
fine decrease of 51.44 per cent in bank 
closings for the entire six months of 
1932, compared with the previous half- 
year period. 


Reconstruction Finance Aids 


The Reconstruction Finance Corpo- 
ration, in its second report, announces 
that between Feb. 2 and June 30 the 
corporation has actually advanced 
loans of $805,150,000, of which amount 
$76,488,199 has been repaid. 

While banks, trust companies and 
railroads were the principal. bene- 
ficiaries, the aid of the corporation has 
been far-reaching. Of all institutions 
to which loans were authorized, num- 
bering 5158 (excluding railroads), 62.7 
per cent were located in towns of less 
than 5000 population; and 89.1 per 
cent in those of less than 100,000 
population. 


Steel, and the Motors 


Since the holiday shutdowns the 
steel industry has further slowed to a 
rate of operation so low that producers 
submit it as evidence of deflation too 
extreme and incredible to be main- 
tained. On the basis of June produc- 
tion, steel ingot output is at the lowest 
rate since 1900, adequate only for a 
population 40 per cent below today, 
and for an age minus automobiles, 
radios, mechanical refrigerators, steel 
furniture and pipe lines. With a daily 
ingot rate representing 15.9 per cent 
of capacity, June definitely broke 
through the low of the 1921 depres- 
sion. In the week ended July 9, due 
to unexpected slowness in starting up— 
mill operations averaged no higher 
than 12 per cent, but have improved 
since. 

The paralysis which has gripped 
railway and building construction— 
the other major outlets for steel—is 
now laying a heavy hand upon the au- 
tomobile industry. Ford, after building 
up production from 70,000 in May to 
90,000 in June, is falling back to 85,- 
000 in July. The country’s local au- 
tomobile production for the week ended 
July 2 showed a decline of 3619, to 
50,958 cars, against 54,577 in the pre- 
vious period. That compares with pro- 
duction of 60,976 cars for the corre- 
sponding week of 1931, and 98,514 in 
1930. 


Rail Traffic and Employment 


Railroad traffic showed the natural 
slump during the holiday week, but 
some of the western lines made a 
small gain, chiefly due to larger grain 
movement. The Great Northern and 
C. B. & Q. have opened some shops 
which had been closed for several 
weeks, and many workers were re- 
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Last week, five representative 
New England hardware manu- 
facturers reported collections 
definitely improved since June 
15. They also told us that the 
month to month sales declines 
of the recent past, stopped three 
months back, and that the down- 
ward trend appeared definitely 
checked. Coming from sources 
recognized as conservative, these 
two ohservations may be con- 
sidered among the bright spots 
of the day’s market news. The 
products of these companies 
happen to be the basic or back- 
bone lines of the hardware in- 
dustry. —The Editors. 











called. Aside from employing well 
over a million persons, the railroads 
consume a vast amount of basic mate- 
rials, and this demand backs up into 
many industries, over wide areas, and 
helps to maintain general economic 
levels. Normally the roads consume 20 
per cent of the lumber output, about 
23 per cent of bituminous coal pro- 
duced, around 17 per cent of the steel 
output, and about 19 per cent of the 
fuel oil. Moreover, they buy much 
equipment, which affords employment 
in a number of manufactures. 

But all this purchasing is conditioned 
on what the railroads earn. For the 
12 months ended April 30, 1932, the 
Class 1 roads had net operating in- 
come which represented an annual re- 
turn of only 1.77 per cent on their 
property investment. This contrasts 
with the theoretical “fair return” of 
534 per cent in the transportation act. 


Brief Items of 
General Interest 


A new experiment in cooperation be- 
tween the Atlantic & Pacific Tea Com- 
pany and Montgomery Ward & Co. 
provides for the establishment of a 
complete grocery store in the mail- 
order company’s St. Paul retail branch. 
A. & P.’s northwest manager is quoted 
as saying that success in the St. Paul 
experiment may lead to the establish- 
ment of similar stores in Montgomery 
Ward’s other retail outlets throughout 
the country. The regular credit and 
delivery facilities of the mail-order 
house will be available in the grocery 
branches, a new departure as these two 
services are not now regular features 
in the chain-distribution field. 

Montgomery Ward & Co. reported 
gross sales of $14,840,109 for June, 
a decrease of about 23 per cent com- 
pared with last year. The percentage 
of decline in June was exactly the 
same as for the six months’ period. 
Sales of the company were $87,226,219 


in the first half of 1932, compared with 
$107,791,365 in the corresponding pe- 
riod of 1931. 

F. W. Woolworth sales in June were 
$18,926,677, or 13.9 per cent below 
the same month last year. The _ per- 
centage decline showed a slight im- 
provement over May. Six months’ sales 
were $118,245,799, a decrease of 9.2 
per cent from 1931. 

June sales of the S. S. Kresge Co. 
were 15.59 per cent below 1931. The 
total for the month was $10,040,743. 
Kresge sales for the six months reached 
$58,745,896, against $67,238,601 in the 
corresponding period a year ago. This 
was a decrease from last year of 12.63 
per cent. 

Based on early returns, 1932 sales 
of electrical refrigerators will reach a 
volume of $250,000,000, says Dun’s. 
Unit sales are expected to continue the 
same rapid rate of expansion that has 
recently marked this industry. 


The Fortnight in Hardware 


July is bringing the first real order- 
ing by dealers on stoves, stove acces- 
sories and coal hods. The heavy ad- 
vance in stove and range prices, and 
the feeling that values on pipe, elbows, 
dampers, hods and stove boards have 
reached bottom, are effective in tempt- 
ing quite liberal buying for August or 
September delivery. 

The 28 gage 6in. blued stove pipe 
(base) price is very steady at 10c. per 
joint, f.o.b. Chicago and eastern mill 
points—compared to llc. last fall, and 
12c. in 1930. Coal hods are down 
about 10 per cent, and wholesalers are 
offering a sanely simplified variety of 
sizes and patterns. 

A popular specialty, fast increasing 
in demand, is the unlined stove board 
in galvanized or walnut finish, to re- 
tail at 50c. to 80c. each. 

Solder and babbitt metals are selling 
moderately, but at very low prices, 
based on the depressed markets on 
tin and lead. Lead has had several 
sharp mark-downs recently, and _ all 
staple lead products are gradually re- 
flecting these drops. The vogue con- 
tinues for the convenient and economi- 
cal core solders, which require no sep- 
arate fluxing. These are available in 
several good makes and in various 
sizes of package. 

Automobile tire and tube sales are 
holding up quite well. Price changes 
recently announced, after the passage 
of the excise tax law, have been tempo- 
rarily set aside to meet the competi- 
tion of one of the large tire companies, 
as well as of the mail-order houses, 
whose catalogs were issued before the 
law became effective. 

Sales of household and kitchen sup- 


(Continued on page 42) 
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FORM PIONEER TOOL CO. 
IN BLOOMFIELD, N. J. 


The Pioneer Tool Co., Inc., 40 


Orange Street, Bloomfield, N. J., | 


has been formed to manufacture 
a line of tools including putty 
knives, scrapers, seam rollers, 
casing knives, other painters’ and 
paperhangers’ tools, as well as 


such items as linoleum knives, manager, North Wayne Tool Co., 


has announced that the company 


wire skinners and a limited line 
of cutlery specialties. 

Elchanan Echikson, president 
of the company, was formerly 


the works manager for United | 


States Cutlery Co., Belleville, 
N. J., having held that position 
for the past ten years. He will 
have charge of sales. Charles 


T. Braun, vice-president of the 


company, has been a manufac- 
turing executive for the past 20 


years, 15 of them in charge of | 


cutlery and tool shops. Kenneth 


L. Wolf, a New York attorney, | 


is secretary of the company. 


BAUMRITTER CO. AGENTS 
FOR MANUFACTURERS 
T. Baumritter Co. is now estab- 

lished at 1107 Broadway, New 

York City, in space 407 as man- 

ufacturers agents. Mr. Baum- 


ritter was formerly of Salmanson | 


& Baumritter. The company 
represents Modern Carpet 
Sweeper Co., Brooklyn, N. Y.; 


Fanta Colored Aluminum Co., | 


New York City, and Whitney 


Reed Corp., Leominster, Mass. | 
Lines handled include adjustable | 


mirror medicine cabinets, un- 
painted furniture, finished furni- 
ture specialties, folding bed 
trays, wood and steel utility, 


broom and linen closets, garden | 


furniture, outdoor dryers, out- 
door clothes posts, furnishing 
specialties and card tables. 

Nathaniel Tunick, a member of 
the staff, was formerly with Beh 
& Co., New York City, manufac- 
turers’ agents. 


RENTS WAREHOUSE 


The Atwater Hardware Co., 
Atwater, Ohio, has rented its fer- 
tilizer warehouse to John Whis- 
tler, to be used by him as a 
blacksmith shop. In the June 23 
issue of HARDWARE AGE it was 
incorrectly stated that the store 
had been remodeled to include a 


| 
| blacksmith shop and that Mr. 


| Whistler would be the new store 
| manager. E. M. Harter is man- 


| ager of the store. 


|TO MOVE NORTH WAYNE 
| TOOL CO. PLANT 


| H. S. Earle, president and sales 


is now moving its North Wayne, 
Me., plant to Oakland, Me., 
| where all of the company’s tools 
will be manufactured. General 
| sales offices and the office of Mr. 
Earle are maintained in the Earle 
| Building, 6331 Tireman Avenue, 
Detroit, Mich. 





The North Wayne Scythe Co. | 


COL. FRANK MORANCY 


| commenced business in North MORANCY, SOUTHEAST’N 


| Wayne in 1835, changing its 
name to North Wayne Tool Co. 
and incorporating in 1879. In 
1925 the company purchased the 


| Dunn Edge Tool Co., Oakland, | 


Me., and moved headquarters 
from Hallowell, Me., to Oakland, 
Me. 


The Dunn Edge Tool Co. | 


| began business at about the same | 


lime as the North Wayne Scythe 


Co., at Fayette, Me. In the past | 


thirty years the North Wayne 


company has also purchased or | 


| Detroit, Mich.; The Nolin Mfg. 


absorbed H. S. Earle Mfg. Co., | 


| Co., Skowhegan, Me., and The | 
| Clark & Parsons Co., Wilton, Me. 


Plants, equipment and other 


| property at North Wayne are for | 


sale. 


| EDWARDS IS PRESIDENT 


HENRY ERNST MFG. CO. 


| Dahlstrom Metallic Door Co., 
| Jamestown, N. Y., has 
| elected as president of The 
| Henry Ernst Mfg. Co., 180 North 
| Wacker Drive, Chicago, IIl., door 
| guard and ventilating window 
lock manufacturers. Previous to 
his connection with the Dahl- 


strom company he was in the re- 


cago, Ill. 


OPEN NEW BRANCH 


The Gamble-Skogno Hardware 
Co., Inc., Minneapolis, Minn., has 
leased a store in Bluffton, Ind., 
for a new branch. 





tail hardware business in Chi- | 


REMINGTON ARMS CO. 


Col. Frank Morancy has been 7 
Southeastern dis- | 
trict sales manager for the Rem. | 
ington Arms Co., Inc., Bridge- | 


appointed as 


port, Conn. 

In rearranging the Southeastern 
district, which extends from 
Washington, D. C., to Florida, 


the territories formerly covered | 


by W. T. Laslie and R. E. Mann, | 


have been consolidated and will 
now be under the supervision of 
Colonel Morancy. Due to pro- 
longed and serious illness, Mr. 
Mann has been placed on the 
retired list for his many years 


| of faithful service to the Rem- 


| ington company. 


Walter L. Edwards, formerly | 
Chicago district manager of the | 


| territory 
been | : 





He had repre- 
sented the company in Florida, 
Georgia, Alabama and _ South 
Carolina. 

Mr. Laslie, well known in Vir- 
ginia and North Carolina, the 
formerly covered by 
him, will continue to make con- 
tact with the trade, but it has 
been necessary to greatly curtail 
his activities on account of his 
recent illness, from which he has 
not yet fully recovered. 

Colonel Morancy has _ been 
identified with the ammunition 
industry for many years and is 
widely known among sportsmen, 
trapshooters, hardware and sport- 
ing goods trade, particularly in 
the Southern States. He will 
make his headquarters at 815 
Norris Building, Atlanta, Ga. 
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CLARK, DIVISION SALES 
HEAD, NORTON DIV. 


H. K. Clark, heretofore Chi- 
cago, Ill., district manager of the 
grinding wheel division of the 
Norton Co., Worcester, Mass., has 
been appointed director of sales 
of that division, with headquar- 
ters in Worcester. Except for a 
two-year period as sales manager 
of the Norton plant in Germany, 
Mr. Clark has been identified 
with the Chicago office for many 
years. He is being succeeded in 
Chicago by W. E. Shumway, 
grinding wheel district manager 
of the Hartford, Conn., office. 

William Pettigrew, who has 


| been a member of the Norton 
research 
| cialized 
| ments, has been appointed sales 
| DISTRICT MANAGER FOR 


| engineer of the abrasive grain 
| division. 


and spe: 
develop- 


laboratories 
on abrasive 


WHITE MT. FREEZER CO. 
BUYS NEW STANDARD 


The White Mountain Freezer 
Co., Inc., Nashua, N. H., recently 
the New Standard 
Corp., Mount Joy, Pa. Officers 
of the New Standard Corp. are: 
President, Eaton D. Sargent; 
vice-president, William Brown; 
secretary, Miss A. M. Heisey, 
and E. A. March, treasurer and 
general manager. 


OPENS BUSINESS; WANTS 
CATALOGS AND PRICES 


“Samuel Lipson has opened a 
hardware store at 423 Dixwell 
Avenue, New Haven, Conn. Mr. 
Lipson would like to receive 
catalogs from manufacturers and 
wholesale distributors of paint 
and allied lines, tools, housefur- 
nishings, builders and shelf hard- 
ware and electrical, plumbing 
and farming supplies. 


T. W. WILBOR JOINS 
WM. H. LEONORI & CO. 


Thomas W. Wilbor, formerly 
associated with the hot and cold 
strip division, Stanley Works, 
New Britain, Conn., and more 
recently with the New York office 
of that company, has joined the 
sales force of William H. Leonori 
& Co., Inc., New York represen- 
tatives of the Griffin Mfg. Co., 
Erie, Pa. 














Norton Co. Absorbs Pike Mfg. Co. Forming 
Norton Pike Co. 





Herbert E. Smith, President 


Norton Co., Worcester, Mass., ¢ 


has added a new unit to its ac- 
tivities by acquiring the entire 
common stock of the Pike Mfg. 
Co., Pike, N. H. The new unit 
will be incorporated under the 
name of Norton Pike Company, 
with the main office at Worces- 





HERBERT E. SMITH 


ter. Executive offices will be 
continued at Pike, N. H., and 
manufacturing operations con- 
ducted exclusively at Pike and 
Littleton, N. H. 

Incorporation papers of the 
Norton Pike Co. were filed July 


6 with the Secretary of the Com-' 


monwealth at the State House in 
Boston, Mass. The entire stock 
issue will be owned by Norton 
Company. The officers of the 
new corporation will be Herbert 
E. Smith, president; W. La Coste 
Neilson, vice-president; George 
N. Jeppson, treasurer; Clifford S. 
Anderson, secretary and clerk. 
These officers together with Al- 
dus C. Higgins will constitute 
the board of directors. Mr. 
Smith was formerly president of 
Pike. 

Pike Mfg. Co. was founded in 
1823 as a result of a discovery 
in the vicinity of a natural abra- 
sive rock suitable for sharpening 
scythes. The scythe stone busi- 
ness was expanded and many 
forms of natural sharpening 
stones were added to the line. 
Stones from Arkansas and other 
localities, suitable for sharpening 
tools and all forms of cutting in- 
struments, were added to the 
line. About 30 years ago the 
well-known brand of India oil- 
stones manufactured of electric 
furnace Alundum abrasive by 
Norton Co. were added for re- 
quirements for which these 
made-up stones were considered 
by Pike as superior to natural 
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stones. The Pike Mfg. Co. re- 
ceived India oilstones from Nor- 
ton Co., after the first manufac- 
turing operations, finished and 
sold them in all markets of the 
world. For many years the Pike 
line of products has been known 
throughout the world and a close 
relationship between Norton Co. 
and Pike Mfg. Co. has been rec- 
ognized. The present consolida- 
tion offers economic advantage 
and marketing advantages whic: 
will be of mutual benefit. 

For the present the Pike busi 
ness will be continued as in the 
past, but on or about Sept. 1 a 
new marketing plan will be 
adopted, the details of which will 
be properly announced to the 
trade. 


MASTER LOCK CO. 
GIVES F. W. LUDWIG 
MORE TERRITORY 
George F. Libbey, director of 
sales, Master Lock Co., Milwau- 
kee, Wis., has announced that 





F. W. LUDWIG 


F. W. Ludwig has been given the 
additional territory of West Vir- 
ginia. Mr. Ludwig has repre- 
sented the Master Lock Co. for 
a considerable time as district 
manager in Michigan, Indiana, 
Ohio and Iilinois. 


BROWN REPRESENTS 
OXFORD TOOL CO. 


A. H. Brown, 56 Amherst St., 
Cambridge, Mass., has been ap- 
pointed as New England repre- 
sentative of Oxford Tool Co., 180 
W. Oxford St., Philadelphia, Pa. 





I. W. LOVE 





| I. W. LOVE, PRESIDENT, 
| GELLER, WARD & HASNER 


I. W. Love, formerly secretary 
Geller, Ward & Hasner Hardware 
Co., St. Louis, Mo., wholesale 
distributors, was elected presi- 
dent of the company at a recent 
special meeting of the board of 
directors. Mr. Love succeeded 
the late H. W. Geller, who died 
June 22. Emil Homer, former 


first vice-president, succeeding 
Luther T. Ward, who died March 
26. <A. J. Austin was elected 
second vice-president and Otto 
H. Fink became secretary. E. F. 
Partenheimer retains the office of 
treasurer. 

S. V. Ward, son of the late 
first vice-president of the com- 
pany, has been elected a director 
and is now sales manager of the 
company’s industrial and railway 
supply department, succeeding 
his father in that capacity. Five 
of the original directors who as- 
sisted in the founding of the 
company are still actively en- 
gaged in the business. In addi- 
tion to the above directors, C. H. 
Hasner, D. F. Kingsland and R. 
J. Lickiss, sales manager of the 
foundry division of the organiza- 
tion, complete the board of di- 
rectors. 


CALIFORNIA ASSOCIATION 
MOVES HEADQUARTERS 


The offices of the California 
Retail Hardware and Implement 
Association have been moved 
from 112 Market Street, San 
Francisco, Cal., to Room 237, 
417 Market Street, in the same 
city. 

HARE, BAILEY & NORTH 

SILVER LAKE AGENTS 


The Silver Lake Co., Newton- 
ville, Mass., has announced that 
Hare, Bailey & North, Nashville, 
Tenn., have recently taken on the 
Silver Lake line of sash cord, 
clothes line, trolley and railroad 
cords for the southeastern states. 








HARDWARE GOLF ASSN. 
MEETS SEPT. 15-17 
AT EXCELSIOR SPRINGS 


R. A. Sundvahl, secretary, 
Hardware Golf Association, 321 
West Randolph Street, Chicago, 
Ill., has announced that the sev- 
enth annual golf tournament of 
the organization will be held 
Sept. 15, 16 and 17 at Excelsior 
Springs, Mo. This year there 
will be lower rates for hotel, golf 
and caddy fees. The member- 
ship fee, which pays for the ex- 
penses and prizes, has been re- 
duced to $2.50 this year. 





H. J. DALTON STARTS 
MANUFACTURERS AGENCY 


H. J. Dalton has started a man- 
ufacturers’ agency at 634 Cedar 
Street, San Antonio, Tex., and is 
now representing several manu- 
facturers and importers calling 
on the retail trade in that sec- 
tion. Mr. Dalton, who is well 
known to the trade in southwest- 
ern Texas, was connected with 
Peden Co., San Antonio, Tex., 
for the past twenty-one years, 


j ‘i | having had charge of the San An- 
second vice-president, was elected | 8 & 


tonio branch sales department 
until a short time ago. He is in 
a position to handle a few more 
lines and would be glad to hear 
from manufacturers of hardware 
items. 


LEONARD CO. MAKES 
PERSONNEL CHANGES 


R. I. Petrie, sales manager, 
Leonard Refrigerator Co., De- 
troit, Mich., has announced that 
S. D. Camper, who has been con- 
nected with the Kelvinator Corp. 
since 1929 as regional sales man- 
ager, has been made district sales 
manager for the Detroit district 
of the Leonard Refrigerator Co. 
He will make his headquarters 
in Detroit. 

B. E. White, a Leonard sales 
department executive for the 
past three years, has been ap- 
pointed district sales manager, 
with headquarters at Atlanta, 
Ga. Mr. White joined the 
Leonard company in 1926. H. F. 
McGrath, formerly in charge of 
the contract department of the 
Leonard company, becomes dis- 
trict sales manager, with head- 
quarters in Chicago, III. 


FLETCHER IS ALDOR 
CORP. SALES MANAGER 
Charles Fletcher has just been 
appointed sales manager for The 
Aldor Corp., 2533 North Ashland 
Avenue, Chicago, IIl., manufac- 


turers of electrical products, 
which will be distributed through 
the electrical and hardware 


wholesale distributor and dealer 
channels. 
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ties since April of this year, 
W. Walker & Son, Ltd., Toronto, 
Canada, is going through bank- 
ruptcy proceedings. One of the 
best known Canadian wholesale 
hardware firms, due to its spon- 
sorship of the Modern Merchan- 
dising Plan (M.M.P.), the com- 
pany evidently suffered from too 
liberal acceptance of credits from 
manufacturers and too liberal 
extension of credits to retailers 
A. W. Walker, who was president 
and general manager of the firm, 
developed three years ago a 
wholesaler - retailer cooperative 
arrangement (M.M.P.), which 
was widely heralded both in Can- 
ada and the United States. The 
plan provided that the whole- 
saler should put participating re- 
tailers in position to meet all 
competitive pricing and help them 
with modern’ merchandising 
plans. To obtain this service the 
retailer pledged his efforts to- 
ward operating a well arranged, 
clean, painted and _ properly 
lighted store with merchandise on 
display visibly priced. About 
300 dealers took part in the 
M.M.P. Mr. Walker talked at 
many trade conventions and gen- 
erously explained to many vis- 
itors, who went to Toronto for 
that purpose, just how his plan 
worked. 

G. T. Clarkson and the Cana- 
dian Credit Men’s Trust Associa 
tion were appointed custodians 
to carry on the business until 
such time as some final settle- 
ment is made. Final settlement 
may permit a reorganization or 
impose a complete liquidation of 
the business. During prelim- 
inary hearings letters and tele- 
grams from 300 retailers pledged 
support to Mr. Walker personally 
and to the firm should a plan 
for continuing the business be 
arranged. There has also been 
some effort to effect a dealer 
owned control, but this plan has 
not as yet met with the approval 
of the creditors, who appear to 
prefer that some one financial in- 
terest take over the control. 





ACQUIRES BUSINESS 

Peter Simoncini, employed in 
a hardware store in Ukiah, Cal., 
for several years, has entered the 
hardware business in that town, 
having taken over the Cox Hard- 
ware Co., with a partner. 





LEONARD STORE SOLD 
The Leonard Hardware store, 
Worthington, Minn., has been 
sold to E. E. Swanson. Marvin 
Leonard, one of the former own- 
ers, remains as a clerk in the 





store. 
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W. Walker & Son, Ltd., In Bankruptcy— 
300 Dealers Pledge Support 


Y 


Apparently in financial difficul- © 





IRVING S. KEMP FORMS 
SALES ORGANIZATION 


Irving S. Kemp has formed 
with several other experienced 
hardware salesmen a sales organ- 
ization to represent manufactur- 
ers intensively in the states of 
Michigan, Indiana, western Ken- 
tucky, Illinois, Missouri, Kansas, 





IRVING S. KEMP 


Nebraska, Iowa, the Dakotas, 
Minnesota and Wisconsin. Op- 
erating as Irving S. Kemp and 
Associates, with headquarters at 
4138 West Kinzie Street, Chi- 
cago, Ill., this group offers the 
following services to manufac- 
turers: analysis of markets, cred- 
its, collections, correspondence, 
warehousing, promotion and sales. 

Mr. Kemp announces that his 
several competent associates will 
be located in strategic wholesale 
centers to permit intensive sales 
and service activities, particular- 
ly on the highly seasonal lines 
of the business. The Kemp or- 
ganization is in a position to 
handle one or two non-competing 
lines. 

Mr. Kemp was for many years 
president of the Evansville Tool 
Works, Evansville, Ind. Prior to 
that he was sales manager of an- 
other tool company and has for 
a long period been a well known 
figure in the hardware industry. 





PERRY, SALES MANAGER 
CHASE, PARKER & CO. 


George A. Perry has succeeded 
R. H. Welton as sales manager 
of Chase, Parker & Co., Inc., 288 
Congress Street, Boston, Mass. 
Mr. Perry was formerly con- 
nected with Decatur-Hopkins Co., 
Boston, Mass. 


KAUFMAN BUYS STORE 


L. M. Kaufman, Falls City, 
Ore., hardware dealer, has pur- 
chased the Hipple & Eskridge 
Company hardware store in Sher- 
idan, Ore. 








H. A. DEAN 


H. A. Dean, Rome, Ga., in 
charge of the Towers & Sullivan 
Mfg. Co., branch of the Atlanta 





H. A. DEAN 


Plow Co., Atlanta, Ga., died June 
27, following a heart attack. Mr. 
Dean was a charter member and 
former president of the Old 
Guard Southern Hardware Sales- 
men’s Association. 





GILBERT FOLLANSBEE. 


Gilbert Follansbee, 45, general 
manager, Toronto, Ohio, and Fol- 
lansbee, W. Va., mills of the Fol- 
lansbee Bros. Sheet & Tin Plate 
Co., Pittsburgh, died in a Steu- 
benville, Ohio, hospital, July 13, 
following an operation for re 
moval of a toothpick which +: 
had swallowed. 


HARRY FORBES 


Harry Forbes, 47, Springfield, 
Mass., manager of the Elm 
Street, West Springfield, branch 
of the Carlisle Hardware Co., 
Springfield, died June 30. For 
the past seven years he managed 
the branch, having taken charge 
when it was opened. 





ERNEST B. HAMMOND 


Ernest B. Hammond, 53, Sara- 
toga Springs, N. Y., sporting 
goods dealer and manufacturer 
of fishing bait, died July 11 at 
his home in that town. At the 
time of his death he was manu- 
facturing the fishing tackle lines 
which he bought in 1920 from 
the J. T. Buel Co., Whitehall, 
N. Y. 


ERNEST J. WILLIS 


Ernest J. Willis, 65, founder, 
E. J. Willis Co., 85 Chambers 
Street, New York City, hardware 
dealers, died July 6 at his sum- 








mer home in Kingston, N. Y., 


= OBITUARY = 


, 














after an illness of several months. 
He retired from business in 1922. 
His son, Wilfred E. Willis, New 
York City, is now head of the 
firm. 

Mr. Willis came to this coun- 
try in 1888 from England, his 
interest at that time being in 
bicycles. He became well known 
as a rider and later as the im- 
porter of one of the first pneu- 
matic tires used in this country 
in bicycle racing. His business 
was founded in 1888 as a bicycle 
store. Many years later he owned 
the forty-foot Challenger, which 
was the first American challenger 
for the Harmsworth Trophy in 


] England. 


SAMUEL I. MERRILL 


Samuel Ingham Merrill, 75, 
active leader in the hardware, 
iron and steel industry of south- 
ern California early in the pres- 
ent century, died at Los Angeles, 
Cal., July 6, as the result of an 
automobile accident. From 1881 
and 1891 he was in the hardware 
business. In 1901, with a group 
of Los Angeles capitalists, he or- 
ganized the California Industrial 
Co., Los Angeles, one of the 
largest iron and steel products 
plants on the Pacific Coast at 
that time. In 1908 he became 
president of the company, sell- 
ing his interest in 1913. 


T. P. SCALELLA 


Thomas P. Scalella, 77, Runne- 
mede, N. J., died July 8 at his 
home. In 1879 Mr. Scalella, a 
native of Italy, entered the hard- 
ware business, moving to Runne- 
mede three years ago. 





R. F, CHATILLON 


Ralph F. Chatillon, 52, vice- 
president and director, John 
Chatillon & Sons, 85 Cliff Street, 
New York City, cutlery and 
scales manufacturers, and presi- 
dent, Foster Bros. & Chatillon, 
N. Y., manufacturers of butchers’ 
cutlery, died July 3 at his home 
in Syracuse, N. Y. He was well 
known in the hardware field and 
had lived in Syracuse since 1918, 
directing factories of his com- 
panies in Fulton and New York 
City. 


FRANK D. ABBOTT 


Frank D. Abbott, 69, retired 
hardware dealer of Derby, Conn., 
died July 12. He was the son 
of Smith Abbott, who established 
the Abbott Hardware Co., nearly 
fifty years ago, as Curtis & Ab- 
bott. 
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-small bore matches of the year. 





Remington 


WEEKLY@@LETTER 





THE ONLY SHOT THAT COUNTS IS THE SHOT THAT HITS 





MR. WM. P. SCHWEITZER, of the Maplewood, N. J., Rifle Club 
proved the individual star of the shoot, winning the Grand Aggregate, the Palma Individual, the Camp Perry 
Special, the Spencer, and placing second in the 100-yd. Individual. He shot Remington Palma Match. 


06% of the shooters; 
92% of the winners— 
shot REMINGTON AMMUNITION 


Everyone in the country who is interested in expert 
rifle shooting knows, or will soon know, that Rem- 
ington Ammunition with Lead Lubricated bullets 
has again proved that nothing can compare with it 
for accuracy. 

One hundred and seventy-five of the best marks- 
men from all parts of the country gathered at Sea 
Girt, N. J., June 30-July 4, for the most important 
Fifty-six per cent 
of them shot Remington Am- 
munition — Kleanbore, Palma 
Match, or Palma Hi-Speed. The 


winning Pennsylvania Team, including the 4 high 
men, shot Remington. 

A strong wind made shooting difficult during the 
matches. It was a severe test; but it proved con- 
clusively that shooters using other makes of ammuni- 
tion can’t win against shooters using Remington. 

This is an old story now. It is repeated year after 
year. Practically all small bore records are held by 
Remington Ammunition. That’s why more Kleanbore 

.22’s are sold than all other makes 
combined. That’s why more have 


Wins In England been sold in the last six months 


than in any similar length of 





winners of 11 out of the 12 
individual matches shot Rem- 
ington. In 10 of the 12 matches 
shooters of Remington placed 





time in the history of the com- 
pany. That’s why Kleanbore is 
America’s chosen Ammunition. 

Tell your customers that Rem- 








1-2-3. === 
In the two-man team match | %* “A%**? ‘omon 348 
the lst, 2nd, 4th, and 5th teams garam 
shot Remington. In the two 4- 
man team matches, 3 out of 4 on 
both winning teams, including 
the high man on each team, shot 
Remington. In the Interstate 


NINE OF TEN USED PALMA= 


LAGDEN. 205P. 





BRILLIANT PALMA SUCCESSES AT BISLEY NATIONAL CHAMPIONSHIP 
FIFTEEN OF TWENTY COMPETITORS IN FINAL USED PALMA INCLUDING 
FIRST SECOND AND THIRD STOP ENGLAND WON INTERNATIONAL MATCH 


ington leads the world for accu- 
rate ammunition—or your cus- 
tomers will tell it to you. Your 
jobber will supply Kleanbore, 
Palma Match, and Palma Hi- 
Speed .22’s. Don’t submit to 








Team Match 5 out of 6 on the 


substi- af H 


tution. 
President 


REMINGTON ARMS COMPANY, Inc., BRIDGEPORT, CONNECTICUT 


Manufacturers of Arms, Ammunition and Cutlery—Originators of Kleanbore Ammunition 


© 1932 R. A. Co. 





The Greatest Value Ever Offered—The Remington Standard American Dollar 


Pocket Knife 





JULY 21, 1932 
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PROFIT 


for you in 


KLEINS 


NYONE who appreciates 
good tools calls for 
Kleins when he buys 

pliers. The Klein reputation 
will sell fine tools for you. 
Klein Pliers are made in a 
wide variety of styles to 
meet every need of the 
skilled workman. It will pay 
you to carry Kleins. Check 
up on your stock now and 
order from your jobber. 


Klein Pliers have been 
standard with public utili- 
ties and master workmen 
—‘‘since 1857.”’ 


Buy from Your Jobber 


ree ACL EN sss 


3200 BELMONT AVE., CHICAGO 
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Hardware Age Course in Delivery 
Operation 






(Continued from page 22) 


operation. If it is a one-truck prop- 
osition the proprietor functions to- 
gether the service shop doing the 
repair work; if it is a two or more 
ruck operation the operator can make 
arrangements with the garage where 
he stores his trucks or assign the duty 
to the garage foreman or mechanic if 
he has his own garage and repair fa- 
cilities. 

When the garage attendant or the 
driver when instructed by the one- 
truck operator, is ready to fill the 
tank, clean and polish the truck, the 
gallons of gasoline put in the tank 
are noted on the card as well as the 
quarts of oil. Time spent in washing 
is also inserted in the proper place on 
the card. The garage attendant or 
mechanic than takes the card and 
reads the driver’s mechanical report. 
If he find nothing but check marks 
he contents himself with a brief in- 
spection of the truck. If, however, 
an “A” appears opposite any part he 
proceeds at once to inspect it care- 
fully and put it into proper shape, if 
possible. If not, he makes a notation 
to that effect and resumes work at the 
first opportunity. The same applies 
to an “R.” 

If, in his subsequent inspection, he 
finds some part out of order, but 
checked as okey, he places a mark of 
his own opposite it and calls it to the 
attention of the driver. The one-truck 
operator not equipped to proceed in 
this manner can handle the mechani- 
cal detail in essentially the same man- 
ner but not so thoroughly. Instead of 
actually checking the vehicle against 
the report he confines his activity to 
an examination of the report noting 
whether any serious defects have de- 
veloped. If nothing serious is re- 
vealed the truck may be continued in 
operation until the accumulation of 
minor defects warrant sending the 
truck to the service station for gen- 
eral attention. If, however, the re- 
port shows serious trouble, the neces- 
sary repair should be attended to 
promptly. 

When the garage mechanic is fin- 
ished with the truck, he signs the 
card and turns it over to the manager 
or proprietor, who goes over it mak- 
ing any corrections that may be nec- 
essary, takes off the driver time if 





necessary for wage purposes and files 
it. 
At the end of the month the com- 
plete set of cards for that truck are 
assembled and totals calculated. This 
little bit of bookkeeping is very sim- 
ple. The gallons of gasoline, quarts 
of oil, pounds of grease, etc., are 
taken directly from the cards and en- 
tered in their proper places on the 
monthly sheet as shown in Fig. 3. 
Prices of supplies and rates of pay 
obtained from memorandum or 
ledger are noted opposite these fig- 
ures and the cost of each item readily 
computed and extended. 

The cost of tire mileage is obtained 
by dividing the cost of the tires by 
the estimated mileage, which, in this 
case happens to be 1.0875 cents per 
mile. From the bills for repair from 
the operator’s own shop, or from the 
service station doing the work, the 
total cost of repairs to the truck is 
derived, which in the illustration 
amounted to $4.53. Garage rental 
amounted to $20.00. 

Annual insurance premiums for 
fire, liability and collision are di- 
vided by twelve to get the monthly 
rate. Depreciation on chassis and 
body is written off on a five year life 
basis, or 20 per cent per year. De- 
preciation is an arbitrary item and 
may vary according to the opinion of 
the operator. The question of in- 
cluding interest on investment among 
the fixed charges is also a matter of 
individual opinion. It is not in- 
cluded in.the illustration. 

Totaling the three groups of cost 
charges (operating, maintenance and 
fixed), the grand total is figured and 
entered under item 14, giving $340.21 
as the total money cost. After items 
2 to 8 inclusive, have been filled in 
from the driver’s cards the cost per 
package-mile or the cost of carrying 
one package one mile is calculated by 
simply filling in each item as directed 
on the summary sheet. The result, or 
item 19 (Fig. 4) is $0.0085 per 
package-mile. If simply the cost per 
package is desired item 14 is divided 
by item 8, which gives $0.1218; if 
only the cost per mile is wanted, item 
14 is divided by item 6, which gives 
$0.4233. 

While the figures used in the illus- 
tration are by no means indicative of 
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what may be expected in any particu- 
lar operation they serve to show the 
value of knowing just what a truck’s 
costs are on a unit basis and how to 
go about correcting conditions which 
are obviously out of align. The 12c. 
per package, or 42c. per mile cost 
may be too high and if permitted to 
continue may eat seriously into a 
narrow margin of profit. By check- 
ing the efficiency of the truck, main- 
tenance work and driver, through the 
driver cards, troubles, however, can 
be quickly located and corrected. An 
actual study of the causes behind 
high costs reveal many and strange 
things. For example, a study into 
the high cost of a certain truck, re- 
vealed that while it was working it 
did more work than any other. The 
record showed the reason for the high 
cost—idle time; another case showed 
a high per package or per delivery 
cost—analysis showed that while the 
mileage cost was in line, deliveries 
that month were low because of few 
deliveries per trip and long runs. A 
search for the cause of a high repair 
cost showed upon looking over the 
route cards and repair bills that a 
large per cent of the trouble was cen- 
tered in the clutch. A trip with the 
driver revealed that he was a per- 
nicious “clutch-rider.” When told 
of what he was doing the trouble was 





corrected. In another case a number 
of small repairs indicated that the 
driver, through careless driving, was 
running up a large fender bill. These 
are but a few of a number of ways in 
which profitable control can be exer- 
cised in the operation of equipment. 
The records also show ways of better- 
ing service, which will be discussed in 
fuller detail in another installment of 
this series. 

While truck costs comparisons be- 
tween different hardware businesses 
should not be accepted per se as evi- 
dence of good, bad or indifferent 
truck operation, they do, however, 
serve as a guide when studied with 
all the variable factors in mind. 
When comparisons are made on this 
basis it is good practice. 

General Motors Truck Company 
not very long ago conducted a na- 
tional survey which delved into the 
truck costs in many parts of 
the country. While the data ob- 
tained was necessarily circumscribed, 
it brought to light some very useful 
information. The analysis includes 
such important but seldom-given in- 
formation as average payload, aver- 
age length of haul of route and aver- 
age number of stops per day. 

In the hardware vocation, 100 firms 
using 268 trucks were questioned. 
Here are the results: 


200 or 75 per cent of the trucks were of 1% to 1% tons capacity. 
56 or 21 per cent of the trucks were of % to 3 tons capacity. 
12 or 4 per cent of the trucks were of 3% tons and up in capacity. 


Operating experience: 


Miles per gallon of gas................ 
Miles per quart of oil 
Average pay-load ........ 
Average length of haul or route......... 
Average number of stops per day...... 


Total operating cost, including maintenance 
and depreciation, per mile............ 





Light Trucks Medium Heavy 
14.1 miles 11.2 miles 5.0 miles 
108.2 miles 107.2 miles 85.0 miles 
1,512.0 Ib. 3,841.0 lb. 6,500.0 Ib. 
12.0 miles 18.0 miles 15.0 miles 
27.1 stops 17.8 stops 12.5 stops 
10.9 cents 13.5 cents 
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Voluntary Chains (Continued from page 25) 


at. If manufacturers could take over 
the wholesaler’s function without 
cost, obviously dealers could save 20 
per cent in buying their goods. Of 
course, that would be ridiculous to 
expect because somebody must do this 
job and the net return on capital in- 
vested by the wholesaler over a long 
term of years has been relatively 
small, and for the last couple of years 
has vanished entirely. Therefore, it 
seems to me that the only chance of 
success for the voluntary chain move- 
ment lies somewhere along the line of 
reducing the wholesaler’s and retail- 
er’s expense. 


JULY 21, 1932 


While at the outset I admitted that 
I did not know much about chain 
merchandising, I do claim to have a 
certain knowledge of the expense of 
conducting a wholesale hardware es- 
tablishment. For years I have main- 
tained that the wholesaler’s cost of 
doing business is altogether too high, 
but the matter of regulating these 
costs is very largely outside of the 
wholesaler’s control. It is due to the 
way in which the dealer expects his 
orders with the jobber to be handled. 
Instead of having an idea of coop- 
erating with his jobber, the average 
dealer thinks of his own convenience 
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SELL °9EM 
WHAT THEY WANT 


No lost sales! Here’s the man 
who wants screw driver qual- 
ity, here’s the customer who 
wants screw driver price—you 
give ’em both full value with 
the complete Vichek line built 
for 1932 markets. 

Smart, modern tools with eye- 
catching sales appeal, they 
look full money’s worth and 
they are! Complete price 


range with lowest inventory 
that ups turnover, holds prof- 
| its. 


The Vichek Tool Co. 
3006 East 87th Street, Cleveland, Ohio 


/Wrenches, Screw Drivers, Hammers, 
Chisels, Pliers 


Ask your jobber. 
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DW. 
HARE WARE 


SHOULD MATCH 


CHAIN STORE VALUES 
5° to $429 


MERCHANDISE JA 








DON’T BE UNDERSOLD by the 
CHAINS: on 5¢ to 25¢ staple everyday 
selling items throughout your store and 
have your customers feel that you are 
high priced on all lines of General Hard- 
ware and Housefurnishings, just because 
you are out of line on the 5¢ to 25¢ lines. 


DON’T BE UNDERSOLD. Get 
CHAIN STORE BUYING CONNBOTION 
on the 5¢ to 25¢ lines, sell at CHAIN 
STORD PRICES, make CHAIN STORE 
PROFITS, or don’t handle this popular 
line of merchandise. 


DON'T BE UNDERSOLD. oom 
the facts about the x. 8.” 

organization that has SPROLALIZED i 
5¢ to $1.00 merchandise for 18 years. 


Consolidated Merchants Syndicate, Inc. 
PIERRE H. MEYER, Pres. 


890 Broadway New York City 
Attach this to your letterhead and learn 
how you can INCREASE YOUR SALES and 

PROFITS on noe to 25¢ MERCHANDISE. 
TREO ccccvcccccccsccccccccenccssccosccsoess 
BERNE. OF - cccecccsccccccccscvesccvcccsces 
BOBO cccccccccccccccccccccccccesvcccccece 


July, 1932—Hardware Age. 














money 
in 
toys ? 


Certainly. And not 
only at Christmas 
either. 

Read the stories of suc- 
cess in HARDWARE 
AGE. You'll also find 
the manufacturers 


ready to help you suc- 
ceed. Read their ad- 


vertisements. 
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first and then bitterly complains 
about the wholesaler’s prices on com- 
petitive items without a thought as to 
what makes these prices necessary. 
Analyzing the accounts of some of 
our best customers who are extreme- 
ly friendly and loyal, we find that 
convenience comes first and that they 
are placing very small orders and for 
small quantities, which add tremen- 
dously to the cost of handling the 
goods, and while I know very little 
of retail operating costs, I believe that 
ordering readily salable items in very 
small quantities also adds to the re- 
tailer’s expense. There is a deter- 
mined effort on the part of nearly ali 
merchants, particularly the larger 
dealers, to buy as many lines as pos- 
sible direct from the manufacturer, 
thus unbalancing their stocks—all in 
search of the elusive extra discount. 
Summing it all up, there has not been 
any attitude of dealers and jobbers 
getting together and trying to work 
this problem out. There still exists a 
certain amount of suspicion in the 
minds of the average retail merchant, 
and right here I must confess that 
many jobbers are content to go along 
as they have in the past and are not 
willing to meet their dealer custom- 
ers halfway. 

In my opinion, nothing can be done 
that will help the independent dealer 
more than reducing the expense of 
distributing hardware, cutting down 
the gross margin rather than increas- 
ing it and, at the same time, increas- 
ing the net profit. 

In their efforts to interpret the cur- 
rent situation, some jobbers have been 
accused of trying to make variety 
stores out of their hardware custom- 
ers. It has been said that some whole- 
salers are concentrating on 5c. and 
10c. items, and my company has been 
one at whom this criticism has been 
made. This, of course, is a mistake. 
We believe in featuring popular 
priced merchandise, new items, etc., 
in order to create store traffic. In or- 
der to bring people into the dealer’s 
store and to make the buying public 
in that particular locality conscious 
of the fact that a well-assorted stock 
of hardware is carried there and sold 
at fair prices. We think it is the most 
effective form of advertising, but, at 
the same time, we recognize that it 
must be looked upon as advertising, 
and that the volume of these sales 
will represent only a portion of the 


total business. The so-called regular 
hardware items not carried by other 
outlets still represent the larger share 
of the dealer’s business, but we be- 
lieve that more of this merchandise 
can be sold if customers are brought 
into the store by featuring popular 
priced items. We also believe there 
should be more of an attempt to find 
out what the consumer wants and just 
what he wishes to pay. We believe it 
far better for the merchant to sell him 
an article at the price he has made up 
his mind that he is willing to pay than 
the more costly article that the man- 
ufacturer wishes to force upon him. 
We firmly believe that independent 
retail hardware dealers must meet 
the price competition of their com- 
petitors or else be resigned to selling 
the merchandise in question in very 
small quantities. Notwithstanding 
what some manufacturers have tried 
to tell me, I have yet to find a con- 
sumer who, from civic or other mo- 
tives, is willing to pay the indepen- 
dent dealer a higher price than he is 
the syndicate store on the identical 
article. Of course, a small difference 
may be offset by credit accommoda- 
tion, deliyery or some other form of 
service. 

After all, just what does the vol- 
untary chain do? First, it insists 
upon modern display and plain pric- 
ing. Do you need a chain organiza- 
tion to do that with all the fixture 
manufacturers and the field men of 
the state associations ready to lend 
you a hand? Next, they ask you to 
rid your stock of the items that do 
not sell. Do you not know better 
than they do the slow moving lines in 
your stock, and have you not gump- 
tion enoughto get these out and get 
rid of them? Then they furnish news- 
paper cuts, handbills, window trims 
and other types of advertising. If 
your jobber is not prepared to give 
that assistance, there are a number 
that are, and the same is true of the 
various items of merchandise that are 
needed as “leaders.” Do you have to 
be banded in a chain in order to do 
all these things? It seems to me that 
it is unnecessary and that any alert, 
up-to-date hardware dealer cannot 
only copy the good points of the chain 
method of selling, but can add to 
these advantages many other things 
due to his own ability and initia- 
tive and set a pace that the chain type 
of selling cannot hope to follow. 
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Random Thoughts 


(Continued from page 19) 


up among crime pictures, swim- 
ming champions and movie stars. 
The Graphic represented a cross 
section of our population, but for 
some reason the paper did not 
pay. I suppose it ran out of ad- 
vertising. Some of the editorial 
writers in our other heavyweight 
New York papers seem to write 
as if it was their main purpose in 
life simply to consume words and 
use up space. I could name two 
or three prominent New York 
papers that certainly should do 
something about their editorial 
columns. I shall miss the 


Graphic. 
‘ 6 2 


Editors must take life leisure- 
ly. During the recent Conven- 
tion in Chicago we got all the 
news instantaneously on _ the 
radio. Then the next day in the 
morning paper we got the news 
in print. Then on the third day 
the editorial writers came along 
commenting upon news matter 
that is three days old and almost 
forgotten. Where are the edi- 
tors when the radio is at work at 
night? Why cannot they listen 
in on the radio and then write 
their editorials before they go to 
bed, so the editorials at least will 
appear in the next evening’s pa- 
per instead of the third day? All 
of this means that the quickness 
of the radio is going to do some- 
thing to the regular daily press, 
just like trucks have done some- 
thing to the railroads. 

* * x 

An old friend of mine, a hard- 
ware man, has turned farmer. He 
is a real dirt farmer and does his 
own plowing. We still, from time 
to time, exchange letters. We 
were discussing railroads and 
trucks and I sought from him 
first hand information on the sub- 
ject. His answer to the reason 
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why the truck is getting into the 
railroads is simple. Take for in- 
stance his own case. If he wishes 
to ship a calf to market he has to 
crate the calf. Then deliver it to 
the railroad station and when it 
arrives in the large city it must 
again be delivered to the market. 
On the other hand, a truck backs 
right into his barnyard. The calf 
is tied up in the truck, without 
any crate, and is delivered direct 
to the market in the city. This is 
a character of competition that 
the railroads will have trouble in 
meeting. 

It is a curious fact that the rail- 
road statistics indicate that the 
expense of handling freight is not 
when the train is running. That 
part is cheap. The longer the 
haul the lower the cost. The high 
cost is at the terminals and the 
loading and unloading of freight. 

In my travels to and fro, I 
have been interested in the great 
politeness of railroad men. Some- 
times, just to finish my cigar, I 
stand in the vestibule of the train 
and smoke, when I have no right 
to be there at all, and especially 
have no right to smoke. The 
other day a gray haired brake- 
man in the most polite manner 
asked me if I would please stop 
smoking. “What is the harm?” 
I inquired. “Well, you see,” 
said he, “your smoke blows into 
the car and people write and 
complain to the railroad com- 
pany. They even state that we 
brakemen stand and talk to 
smokers in the vestibule, allow- 
ing them to smoke, when prob- 
ably we are requesting these 
smokers to discontinue the prac- 
tice. Of course,” said the brake- 
man, “I don’t mind your smok- 
ing. I would like to smoke my- 
self, but it is hardly fair to us 
for you to smoke.” There was 


gua 
9,000,000 





Readers Will See the 
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Summer Campaign in, 
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No Rubbing 
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No Polishing/ 
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ON’T neglect your floors during the busy 
summer months. Protect them with a hard 


wax finish which keeps dirt on top where it can 
easily be removed without scrubbing. You'll 
choose Dri-Britt Liquid Wax, of course, because 
it needs no rubbing or polishing. It goes on to 
the floor without any work or effort and dries 
bright in 19 minutes. Use Dri-Brire, guaranteed 
as advertised in Good Housekeeping Magazine, 
for your kitchen linoleum, your hardwo 

composition and painted floors. 
below brings generous trial bottle for 10¢. 


Coupon 


The tremendous success of Dri- 
WARNING! Brite Liquid Wax has encouraged 
imitations. No matter who makes the substi- 
tute, for the protection of your floors be sure 
you get the original and genuine Dri-Brite. 
Look for the magician on every can. 











MIRACUL WAX CO., 1320 Dolman St., St. Louis, Mo. 
I enclose 10¢. Please send me a trial bottle of Dri- 
Brite Liquid Wax. 

(Pint 75¢ [F Quart $1.25 [1] Gal. $4.00 2) 
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no answer to this argument; I 
threw away my cigar. 
a 
The reports of the Retailers 
Congress at West Baden as usual 
were very interesting. There were 
some exceptionally good 
speeches, especially one by a cer- 
tain sales manager. This Con- 
- gress brings out the very perti- 
nent fact that the large hardware 
retail dealers in the large cities 
are not making a satisfactory 
profit on account of high rentals 
and high clerk hire. On the other 
hand, the very small dealer, with 
very small volume is also not do- 
ing so well on account of his lack 
of volume. The best record of 
sales and profits is made by the 
medium sized dealer in the me- 
dium sized town. This class of 
dealers has the advantage of very 
low overhead and also lower sal- 
aries for clerks. The cost of liv- 
ing, especially in these days, is 
very low in the small towns. The 
prices today of rents and of vege- 
tables and the general cost of liv- 
ing are exceedingly low in these 
smaller places. Therefore, while 
the clerks in these stores accept 
lower wages, as a matter of fact 
they can get more comforts out of 
life on these small wages than 
some of their brothers, paying 
higher rents and higher prices 
for everything in the larger cities. 
As a matter of fact, if a cross- 
section of this country could be 
taken and if we should analyze 
the conditions existing in the 
large, medium sized and small 
sized towns, we believe that by 
all odds the medium sized cities 
would make the best showing in 
happiness, comfort in living and 
less suffering from the depres- 
sion. xk * * 


One of my friends has become 
very much interested in the de- 
velopment of farm cities. One 
of the greatest objections to farm 
life is its loneliness. The plan of 
these farm cities is to throw the 
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farmers together in sort of a farm 
village with a community of in- 
terests in many directions. The 
idea is a good one. However, 
there is really nothing very new 
about it. In many European 
countries the agricultural com- 
munity live in little towns and 
villages and go out and return 
from their fields. They do not 
live in the center of their fields 


as so many farmers do here in 
America. They, therefore, enjoy 
the benefits of social and commu- 
nity intercourse. 

One thing seems quite evident 
and that is one of the advantages 
of the present depression through 
which we are passing, is the fact 
that the surplus city population 
is being driven back to the “good 
earth.” 





How’s the Hardware 
Business? 


(Continued from page 33) 


plies are very quiet, except for the 
summer specialties. Hardware men, 
as equippers of the American home, 
perhaps needs to cultivate the match- 
making habit, for some of the larger 
cities are. reporting a 17 per cent drop 
in marriage licenses thus far in 1932. 

The manufacturer of one of the best- 
selling electric mixers has added a 
food chopper attachment to be used 
with the mixer (list $5), also a can- 
opener attachment (list $1.25), and 
wholesalers report some consequent 
stimulation of sales. There has been 
an advance of $1 per 1000 ft. in BX 
armored cable, following the trend to- 
ward recovery, previously reported. 

Cotton waste remains exceptionally 
low in price, selling at the bottom 
figure for many years. The finest 
quality machined white waste is avail- 
able today for less than was formerly 
asked for a cheap grade of colored 
waste. 





New Price Effective on 
Certain Dutch Boy Products 


The National Lead Co., 111 Broad- 
way, New York, N. Y., has issued a 
new price list applying to Dutch Boy, 
liquid lead, flat paint and wall primer. 
The new price list became effective on 
July 1, and supersedes the price list 
dated Jan. 27, 1932. 





Animal Trap Co. Adopts 
Improved Practices 


The Animal Trap Co., of America, 
manufacturers of Oneida game traps, 
Lititz, Pa., have adopted several im- 
proved sales and distribution practices, 
which are te be placed in effect dur- 
ing the coming active trap sales period. 

One major change, which is expect- 
ed to bring about benefits for both 
wholesalers and retailers, is that the 
number of different types and styles 


of traps manufactured by the company 
has been reduced from 73 to 23. It is 
believed that this will result in a more 
rapid turnover, on a smaller invest- 
ment, and practically eliminate slow 
moving sizes, etc. 

Shipping containers, better adapted 
for reshipping, and more convenient 
for both dealers and wholesalers will 
also be used. Traps from No. 0 to 1144 
will be packed in handy fibre cartons, 
suitably marked to indicate quantity, 
size and brand. The containers will 
also show at a glance what animals 
the size traps in each container are 
designed to catch. Larger sizes will be 
packed in barrels. 

The new price list for the coming 
trapping season became effective on 
May 2, and reflects several minor 
changes. 





New List Prices Announced 
on Sylvania Radio Tubes 


The Hygrade Sylvania Corp., Syl- 
vania Division, Emporium, Pa., has 
announced that on July 1, the follow- 
ing list prices became effective on Syl- 
vania radio tubes: 


Type List Price Type List Price 
| SS ee $1.55 rar $2.80 
1 ee £0 ae 3.15 
oi ae .95 | ee: 1.15 
Lo a 2.35 Ree 1.60 

Sree 2.10 | Sere 
2) 2.80 ) See 1.05 
+ OO PEEP 2.55 ae 5.20 
200-A...... 4.00 | Sere 1.85 
| Ee .80 ee 1.65 
. See 7.25 | RRR 3.65 
_, Ser 3.15 ea 2.80 
1 er 1.65 | ae 2.85 
| ere .85 eee 2.85 
| Fee 1.05 eae 4.00 
Se 1.65 aa 2.85 
. Saas 1.65 ES 1.55 
| ae 2.35 | ae 1.30 
- ee 2.80 - ae 1.65 
ae 2.80 eae 1.65 
ae 1.65 ee 3.65 
| AAR 2.80 . ee 1.30 
EE 1.80 PP eit rinse 7.75 
ee ore 2.80 





Peerless Eave Trough 
Hanger Prices Change 


The Abbott Mfg. Co., 632 River 
Street, Painesville, Ohio, have issued a 
new price list applying to both Peer- 
less Re-enforced, and Peerless, old 
style, eave trough hangers. 
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for profitable business. Ask to 
have one of our representatives 
call, or write or wire us for catalog 


t 


and information. 


Tm F.E.MYERS & BRO.¢o: 
‘ASH 10. 


ASHLAND PUMP AND HAY TOOL WORKS 





the year reaches its highest peak 

during the summer months. In the 
home, on the farm, or elsewhere, this 
is true. 

In all parts of the country, during 
this period and through the fall sea- 
son, the market for pumps and water 
systems is most active. 

Weather conditions are ideal for 
installations. Old pumping equip- 
ment is replaced with new. Wells 
are drilled, dug or deepened. Every- 
where, homes and farms are modern- 
ized with running water. Creameries. 
dairies, summer cottages, camps, 
tourist homes, service stations, pro- 
vide a “plus” sales field for water 
systems. 

You have plenty of opportunities 
to make money with Myers Pumps 
and Water Systems during the entire 
year but from now on until the snow 
flies, opportunities are multiplied 
many fold. 

Every requirement of your trade 
can be satisfactorily met from the 
Myers line. Large or small volume, 
engine or motor power, protected or 
open installations, there is a Myers , 
Pump or Water System at new low ## 
prices for the purpose. ; 


gate the Myers Line and the pos- 
sibilities it offers in your locality 
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Advise where 
we can get a diamond glass cutter 
reset.—Arnold & Lorenz. 

ANSWER: E. Karelsen, Inc., 15 
W. 44th St., New York, N. Y. 


CALDWELL, OHIO: 


* * * 


MonmoutnH, ILL:: Who makes 
Mendets?—Brown Lynch Scott Co., 
Inc. 

ANSWER: * Collette Mfg. Co., 
Amsterdam, N. Y. 


* * * 


ABERDEEN, S. D.: Where can we 
obtain repairs for a Vulcan boiler 
and hot plate?—Witte Hardware Co. 

ANSWER: Standard Gas Equip- 
ment Corp., 18 E. 41st St., New York, 
m:.% 

New Apany, Pa.: Who can fur- 
nish parts for a Cambridge plow?— 
Corson & Allen. 

ANSWER: LeRoy Plow Co., Le 
Roy, N, ¥. 


* a * 


SANDUSKY, OHn10:—~What manufac- 
turer located in Dayton, Ohio, makes 
built-in mail boxes?—Smith Hard- 
ware Co. 

ANSWER: Dayton Pattern & Mfg. 
Co., 32 South St., Dayton, Ohio. 


* * * 


Rockaway Beacu, N. Y.: Who 
makes Clinton wire cloth as used for 
reinforcing concrete?——-Wm. Szerlip’s 
Sons, Inc. 

ANSWER: — Wickwire Spencer 
Steel Co., 41 E. 42nd St., New York. 
Mm. Fs 


* * * 


MeEmPHIs, TENN.: Furnish names 
and addresses of several manufactur- 
ers of electrically driven hedge trim- 
ming machines.—House-Bond Hard- 
ware Co. 

ANSWER: _Skilsaw, 3310 


Inc., 
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Who Makes It 
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Information regarding sources 
of supply as provided readers of 
Harpware AcE by its Buyer’s Cata- 
log Department, is presented here 
as an aid to others seeking the 
same articles. Much of this in- 
formation, will be available to 
readers in the Annual Catalog and 
Directory Number which will be the 
Sept. 26, 1932 issue of HArpware 
Ace. This issue will contain most 
complete listings of manufacturers 
of hardware and related merchan- 
dise, condensed catalogs of leading 
manufacturers and additional ref- 
erence data that will be useful to 
the trade throughout the year. It 
will be an issue which our readers 
will wish to retain in their files 
until supplanted a year later by the 
1933 Catalog and Directory Num- 
ber. 


* * * 


SeaTTLeE, WasH.: Who makes the 
Daisy lawnmower?—C. C. Calhoun 
& Co. 

ANSWER: 


Clarinda, Iowa. 
* * * 


Clarinda Mfg. Co., 


Bay City, Micu.: Where can we 
purchase water lilies for replanting 
in lily ponds? Also gold fish and 
aquarium supplies?—Mohr Hard- 


ware & Furniture Co. 


* ANSWER: William Tricker, Inc., 
Saddle River, N. J.; Hans Jensen 
Mfg. Co., Inc., 2855 N. Rockwell St.. 
Chicago, IIl., and Grassyfork Fish- 
eries, Inc., 12 Peoples Bank Bldg., 
Indianapolis, Ind. 


* * * 


SHUBERT, NeB.: Where can re- 
pairs for Witte engines be obtained? 
=< Shtibert Hardware Co. 

ANSWER: Witte Engine Works, 
Kansas City, Mo. 


* * * 


St. PETERSBURG, FLA.: Who makes 
S.0.S. aluminum cleaner ?—Cunning- 
ham Brothers. 


ANSWER: S.O.S. Mfg. Co., 3500 
S. Morgan St., Chicago, Ill. | 


* * * 


NortH Tarrytown, N. Y.: Fur- 
nish name and address of the manu- 
facturer of Gem mops.—Standard 
Hardware & Supply Co. 

ANSWER: Wm. D. Whitaker & 
Sons, Sedgley & Castor Ave., Phila- 
delphia, Pa. 

* * * 

WasuincTton, D. C.: We are in- 
terested in purchasing wire nails in 
1, 2, 5 and 10 Ib. packages. Furnish 
names of several firms who can han- 
dle this business.—J. Frank Kelly, 
Inc. : 

ANSWER: Northwestern Barb 
Wire Co., Sterling, Ill.; Wickwire 
Bros., Cortland, N. Y.; American 
Steel & Wire Co., 208 S. LaSalle St., 
Chicago, IIl., and Atlas Tack Corp., 


Fairhaven, Mass. ore 


* * * 


Pine Busu, N. Y.:. Who makes 
parts for the Columbia No. 3 plow? 
Also for the Eddy plow.—Chas. 
Egbertson. 

ANSWER: (1) Rock Island Plow 
Co., Rock Island, Ill. (2) Eddy 
Plow Works, Greenwich, N. Y. 


* * * 


Cananpaicua, N. Y.: Furnish sev- 
eral names of manufacturers of 
shower curtains made of other than 
white duck material_—Kelly Hard- 
ware Co. 

ANSWER:  E. I. Du Pont de Ne- 
mours & Co., Newburgh, N. Y.; I. B. 
Kleinert Rubber. Co., 485 5th Ave., 
New York, N. Y., and Lehnert & Co., 
334 E. 23rd St., New York, N. Y. 


* * * 


RicHwoop, W. Va.: Who makes 
the Acme corn sheller?—Nicholas 
Hardware & Furniture Co. 

ANSWER: Freeman Mfg. Co.. 
Racine, Wis. 
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One Floor Paint 


—three profitable markets 


Home, office and factory—Dixon’s Main- 
tenance Floor Paint covers these three 
profitable fields and others—more than 
triples your paint sales opportunities— 
cuts down your paint inventory corre- 
spondingly. 


What’s more, when you offer Dixon’s 
Maintenance Floor Paints you sell on 
the Dixon reputation—widely and favor- 
ably known for over a century—widely 
advertised—a house noted for quality 
products and fair dealing. 


Furthermore, you sell a paint unex- 
celled for wood, concrete, composition 
and linoleam—indoors or out. Neither 
hot, cold, fresh, salt or soapy water, oil, 
alkali or dirt affect Dixon’s Maintenance 
Floor Paints. And as for wear—you 
can’t beat them. 


On top of all these advantages, there 
are sales helps and a sales policy as 
good as the product. Like to hear it? 
You can’t lose by listening, you may 
gain much. Write to Dept. 40 BF. 


PAINT SALES DIVISION 


Joseph Dixon Crucible Company 
Jersey City 


New Jersey 
Established 1827 











COMBINATION 
PADLOCK 
No. 04944 


SIZE 


A dependable Eagle Combination Pad- 
lock at a low price. Secure—Accurate 
—Durable. Self locking with closing of 
shackle. With shackle open the pointer 
cannot move. 


No.04944 is made of brass, with hardened 
steel shackle. Has a dull chromium 
finish with black marks on the dial. Can 
be furnished on spécial order with black 
dial and white marks. 


Combination Padlocks are popular with 
school authorities for student lockers. 
Get this profitable business in your 
neighborhood ! 


The Eagle Quality Line 


Night Latches Store Door Sets 
Trunk Locks Padlocks 
Front Door Sets Cabinet Locks 


Wood Screws 
Stove Bolts 
Machine Screws 


ELE FBGK. co, 


26 Warren Street-- New York 


Branch Offices: 
$21 Commerce St. 177-179 N.FranklinSt. 114 Bedford St 
Philadelphia, Pa. Chicago, lil. Boston, Mass 
Works. at Terryville, Conn; 


Illustration 
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Whats New 


for Retail | 














New and Improved Merchandise— 
Display Helps—Sales Liter ature— 
Window Trims— New Packages 
—New Colors—New Deals— 
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Hardware Stores 





New Haven Westing- 
house Electric Alarm 
Clocks 


Offered in both metal and 
molded cases, with flush backs, 
listing from $2.25 to $4. Eureka 
model, illustrated, list $3.50, has 
nickel and black metal case, two 
toned silvered dial, nickel plated 
ball feet with rubber rests and 
full toned alarm bell. Measures 
3% in. by 4% in. The New Ha- 
ven Clock Co., New Haven, Conn. 





Gem Doubledge Safety 
Razor Blade 


For use in Gem Micromatic 
razors; have numbered edges, 1 
and 2, to enable user to keep 
track of which side was used. 





Made of surgical steel. The Gem 
Micromatic razor has two little 
stop hooks on the front, which 
are designed to line up the edge 
of the blade with the edge or 


guard of the razor. American 
Safety Razor Corp., 315 Jay 
Street, Brooklyn, N. Y., states 


that the blade is 50 per cent 
thicker, that it won’t bend nor 
break. Dealer cost per display 
card of 10 packages, $3.50. Sug- 
gested retail selling price, 50c. 
per pack of five blades. 





D. M. T. Hammer 


Listing at 75c., is made of 
forged steel. Offered to provide 
a sturdy tool that is ideal for 
general household and homecraft 
use, says David Maydole Tool 
Corp., Norwich, N. Y. Attrac- 


tively colored. 





New Usalite- 
Products 


No. 625 toggle switch with 
plaster ears, made in single re- 
ceptacles and three way types, 
provide exact alinement, elim- 
inating washers, says United 
States Electric Mfg. Corp., 222 
West Fourteenth Street, New 
York City. Shallow depth pro- 
vides easy arrangement of wires 
in box. Molded body entirely 





incloses mechanism. Usalite 
electric clocks have synchronous 
motor, attractive designs made of 
heavy Sculptor’s Duralloy metal. 
Include two new indirect lighting 
timepieces. Usalite electric cigar 
lighters in attractive designs, in- 
cluding Hound design and Can- 
non design, a reproduction of an 
early Colonial mortar. Scottie 
model included. Illustrations 
show one of the lighters and one 
of the new clocks. Lighters 
have push button. 











Noelting “‘Faultless” 
Rubber Insulated 
Chair Glide 


Braced by steel frame which 
contains an insulation of live 
rubber which acts as a cushion 
and shock absorber.’ Rubber it- 
self does not come in contact 
with the floor, being shielded by 
the metal of the glide. Nothing 
but a hammer required for in- 
stallation. Available in three 
sizes, all built of form-hardened 
steel, finished in oxidized copper. 
List prices, NRS, % in. diameter, 
25c. set of four; 1 1/16 in. di- 
ameter, set of four, 30c., and 1% 
in. diameter, 35c. set of four. 
Dealer discount, 334% per cent. 
Faultless Caster Co., Evansville, 
Ind. 


Utilitape 
Waterproof Type 


For general household and 
sports use, has cloth backing, 
which permits frequent washing, 
says The Revolite Corp., New 
Brunswick, N. J. The maker also 
states that the adhesive com- 
pound will not work through the 





cloth. Suitable for electrical 
work, for repairing raincoats, 
hose and other objects subject to 
exposure. Offered dealers in an 
eighteen unit box. Suggested 
retail sélling price, 20c. per roll. 





Aluminum Boomerang 


Has two hollow wings of alu- 
minum, airplane metal, said by 
the Aluminum Goods Mfg. Co., 
Manitowoc, Wis., to be strong, 
yet light enough to speed through 
the air, doing aerial stunts. Well 
rounded triple strength edges. 
Wings held in place with spring 
clip. Directions with each boom- 
erang. Attractive display card. 
Shipping weight, 2 lb. per doz. 
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THE NEW RITE-WAY 


OIL BURNING HEATER 


A circulating heater which burns with a Blue Flame, producing More Heat 
from low cost fuel oil. No Smoke or Soot—not a trace. Think what this means 
—no clogging of combustion chamber or flues. 


The RITE-WAY HEATER shown above heats 4000 cu. ft. of space, burning 
up to one quart oil per hour. Circulates air rapidly—has 30 sq. ft. of heating 
surface—is 81% efficient. 


Beautiful Gothic design and walnut grained porcelain enamel finish. Built 
throughout of copper alloy, rust resisting materials. Equipped with humidifier. 
Cast iron top, legs and doors—Pyrex windows in doors. 


The price of the RITE-WAY HEATER is about 25% lower than you would 
expect after seeing it. Buy no oil heaters until you get the facts about the 
American Rite-Way. Write Now for full information. 





AMERICAN GAS MACHINE COMPANY, Inc. 


360 Furman Street, Brooklyn, N. Y. ALBERT LEA, MINN. 4242 Hollis Street, Oakland, Calif- 
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Cleveland Drill Sets 
in Metal Cases 


Straight shank carbon steel 
drill set No. 51, fraction sizes, 
No. 52, wire gage sizes, respec- 
tive list prices: $20.00 and 
$18.35. Straight shank high- 
speed steel drill set No. 58, frac- 
tion sizes, list $32.25, No. 59, 





wire gage sizes, $38.80, list. Nos. 
51 and 58 include all sizes job- 
bers’ straight shank drills, 1/16 
to % in., by 64ths, each drill 
fitting into hole plainly marked 
with size. On side of stand is 
shown decimal equivalent of each 





size. Nos. 52 and 59 include all 
sizes straight shank drills, steel 
wire gage, No. 1 to No. 60, in- 
clusive, each size fitting plainly 
marked hole. On side of stand 
is shown decimal equivalent of 
each drill. Nos. 51 and 52 packed 
in strong, heavy, black-japanned 
steel cases, Nos. 58 and 59 in red 
lacquered steel cases. All cases 
with fastener. Each set inserted 
in compact chromium plated 
stand. Separate stands, list 
$5.00, separate cases, list $2.50. 
The Cleveland Twist Drill Co., 
Cleveland, Ohio. 





Edison G.E. Home Sales 
Training Course 


Contains suggestions as to how 
to find electric range prospects and 
how to close sales. Outlined in 
twelve pocket sized booklets, cov- 
ering the electric range field and 
includes sales plans which have 
been tried and proved in actual 
practice. Covers: how and why 
the purchaser buys, handling the 
sales interview, selling the source 
from which to buy, closing the 
sale and securing more prospects. 
Distributors of General Electric- 
Hotpoint ranges are being urged 
by the Edison General Electric 
Appliance Co., Inc., 5600 W. 
Taylor St., Chicago, IIl., to have 
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their salesmen enrol] for the 
course, which was prepared by 
its sales department in collabora- 
tion with the LaSalle Extension 
University. 





“Skippy” Line of 
Racers and Playground 
Equipment 

Including automobiles, stee1 
coasters, scooters, pedal bikes, 
velocipedes, racing cycles, junior 
bikes and an outdoor gym and 
slide. The American National 
Co., The Gendron Co., and the 
Toledo Metal Wheel Co., Toledo, 
Ohio, have been licensed by the 
creator of “Skippy” to produce 
and sell the line. Attractive lit- 
erature for dealer use. 


Volk’s Dayanite 


Electric illuminated house 
number and door bell button, 
may be arranged for any combi- 
nation up to five figures. Re- 
quires no extra wiring. Baked 
Japan finish, list, $2.95. Volk 
Bros., 18515 Detroit Avenue, 
Lakewood, Ohio, states that the 
house number can be read 100 
ft. away by day or night. Dealer 
cost $1.95 each to $1.42 each, 
according to quantity. Special 
battery equipped demonstrator, 
$2.95. Extra blanks and num- 
bers supplied to make up any 
numbers required. 





Connecticut “Mike” 


A regular microphone which 
can easily be attached to any 
radio set, and used to broadcast 
entertainment in the home. Con- 
necticut Telephone & Electric 
Corp., Meriden, Conn., states 
that it will in no way affect 
other sets. By making simple at- 
tachments from “Mike” to the 
radio set, programs can be broad- 
cast into the microphone from 
nearby rooms. Attractively fin- 
ished. Available in three styles: 
table, list $5; hand, list $4, and 
floor, $7.50. Provided with 
switch. List prices slightly higher 
west of Rockies. 


Oberdorfer “Sterling” 
Automatic Sump Pump 
Has %4-hp., heavy duty, ball 
bearing, vertical type motor. 
Pump driven through stainless 
steel shaft which is amply sup- 
ported by oilless bearings. Ball- 
bearing thrust. Pump of bronze 
construction having semi-enclosed 
impeller designed to handle or- 
dinary solids. Capacity from 








3000 gal. per hour at low heads 
up to 1000 gal. at maximum head 
of 20 ft. List price, $65.00 for 





110-volt, 60-cycle A.C. Addi- 
tional for other than 110-volt, 60- 
cycle A.C. Dealer discount, from 
3311/3 per cent to 35 per cent. 
M. L. Oberdorfer Brass Co., Inc., 
Syracuse, N. Y. 





Bissell “Reliance” 
Carpet Sweeper 

With metal top and full ply- 
wood frame (ends and sides), is 
a full-length model with modern 
style low body, fashioned after 
the Bissell “Grand Rapids” 
sweeper. Has lustrous black 
baked enamel. finish, nickeled 
bail and fittings and attractive 
black and white braid band and 
rubber corner cushions. Bissell 
Carpet Sweeper Co., Grand Rap- 
ids, Mich., also offers several 
patterns and finishes in the “Hi- 
Lo” ball bearing class as well 
as several patterns and styles, 
in both metal and plywood, in 
the lower price class. In future 
the “Standard” model will be 
sold under the name, “Domestic.” 





Sheffield Junior Assortment of Pure Oil Colors 


Includes six tubes of each of 
the twenty most popular colors, 
each tube lithographed in its 
own colors, listing at 10c. each, 
in attractive lacquered finish 
wood counter display, with twen- 
ty individual compartments. At- 
tractive color card given with as- 
sortment. This assortment does 
not displace the regular assort- 
ment of one dozen tubes of each 
color, but is offered to enable 


—~ 


ie 
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smaller dealers to get their share 
of sales with a smaller assort- 
ment. The Sheffield Bronze 
Bronze Powder & Stencil Co., 
Cleveland, Ohio, also offers post- 
er and showcard colors in new 
size tubes; suggested retail sell- 
ing price, 10c. Available in 12 
popular colors, said to have 
purity, strength, and spreading 
capacity. Merchandising mate- 


rial supplied by the maker. 
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~ CINCINNATI'S 


LARGEST HOTEL 


yet not too large to give you personal service 

. . one thousand rooms each with bath... 
five famous restaurants where you meet the 
traveling public who know good food . . . de- 
licious menus at reasonable prices. A pleas- 
ant room with private bath and three enjoyable 
meals . . . and yet you keep your expenses well 
under $5.00 a day. 70% of all rooms at $2.50, 
$3, $3.50 and $4... . Garage. 


Conveniently located on Famous Fountain 
Square in the heart of Cincinnati’s retail, whole- 
sale and amusement districts. 


Write for literature with map. 


C. C. SCHIFFELER . . . Managing Director 





Greater 
HOTEL GIBSON 


CINCINNATI 
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ACTION TOYS SELLII 
Th 





A new, fascinat- 
ing Arcade Toy. 
Easy to operate. 


No. 196 Mack Side Dump Truck 


Children demand Action! Arcade Cast Iron 
Toys supply that demand. Here are two 
popular new Arcade playthings that will 
sell for you. Write for Catalog No. 40 
showing more than 300 Arcade Toys to 
select from. Ask your jobber for prices. 


A modern toy 
with lots of action 
and play-value. 





No. 198 Mack Hoist Truck 


ARCADE “i... TOYS 


ARCADE MANUFACTURING COMPANY 
FREEPORT, ILLINOIS 
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It requires less effort to sell WITT Better Cans . . . because they 
have advantages that are readily apparent to customers who buy on 
merit. 
The use of highest quality special analysis steel, the improved de- 
sign of corrugation, the WITT process of hand hot-dip galvanizing 
and other features add extra strength and rigidity, and make pos- 
sible our guarantee—that WITT Cans last from 3 to 5 times longer 
than the ordinary kind. Ask your jobber, or write 

THE WITT CORNICE COMPANY 
2114 Winchell Avenue Cincinnati, Ohio 


WITT CANS 


for ASHES and GARBAGE 
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SALES 


This modern Nail package contains 
EXACTLY 5 pounds of Sterling Non- 
Splitz Oval Nails. This accurate 
measurement insures full profit on 
each sale. And sales repeat quickly 
—for Sterling Non-Splitz Oval Pack- 
aged Nails find instant favor with all 
Nail users as soon as they are intro- 











3 POUNDS .NET 


8 COM 
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Many Exclusive 
Selling Features 


No longer need you worry 
about ordinary Nail com- 
petition. Now you can be 
sure of quick Nail sales 
with 100% repeat business. Sterling Non-Splitz is the better 
Nail. Its oval shank fits the grip—the chisel point cuts the grain 
—split wood is eliminated. High carbon content stock prevents 
bending when driven. 50 to 70% more holding power—8 to 
10% more Nails per pound. Attractive carton of unusual display 
value instantly attracts your customers. Sterling Non-Splitz are 
easier and quicker to sell—no weighing or wrapping. 

FREE Display Stand. Write today for complete information and how 
to get sales-making Display Stand free. 


NORTHWESTERN BARB WIRE COMPANY 


Since 1879 
STERLING, ILLINOIS 


—— a nnamaiamiiiieaa deaminase 
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Patented No. 1846709 



















Homecrafters ana 
Expert Mechanics 
Are Buying 


ARMSTRONG- 
VANADIUM 


WRENCH SETS 


At the N. A. T. (National Air 
Transport) Chicago shops you 
will find a predominance of 
ARMSTRONG - VANADIUM 
Wrenches—sets privately owned, 
bought by expert mechanics 
from hardware stores for their 
own personal use. Expert me- 
chanics everywhere know the 
economy of fine tools, know the 
worth of Chrome-Vanadium, 





Ge Ue ftetstotey. 
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know the significance of the 
name “ARMSTRONG.” 
Homecrafters, too, are buyers of 






quality tools. Generally they, too, 
look for fine tools rather than “the cheapest.” Thru national 
advertising this market, too, is learning of ARMSTRONG TOOLS. 
Hardware dealers can build a substantial and profitable business 
in ARMSTRONG-VANADIUM Wrerich Sets if they will properly 
display and push them, for the man who knows tools needs only 
to see them to want them. 


= ‘ 
arp Write for ARMSTRONG BROS. TOOL CO. 
Special Vanadium “The Tool Holder People” 


Catalog 314 N. Francsisco Ave., CHICAGO, U.S.A. 








gimlet points --- 


good starting points There's Always a 
sdieia | READY MARKET 
HE sharp gimlet points of American 


Screws make good starting points for for 
any job on which these screws are used. 


And after American Screws are started, HOUSE FURNISHINGS 


their true running threads take hold 


while their slots stand the strain of the Housefurnishings. judi- 
pressure the customer’s screw driver ciously merchandised 
puts on them. Carry a neat profit. This 
N : : , steady income acts as a bal- 
. early a hundred years’ experience is enentecnensenthhe uns. 
perhaps the chief reason for the truth Furthermore, Housefur- 
of our slogan: nishings play a large part 
y F : . in inducing women to pat- 
You can do any job better with “ Me ronise the neighborhood 
American Screws iy 3 hardware store instead of 

# department stores. 


Your Jobber l ~S 
J can supply you Read the editorial and 


WOOD TIRE STOVE MACHINE advertising pages of Hard- 
SCREWS BOLTS BOLTS SCREWS ware Age and keep posted 


AME DIC AN SCREW (© on this line. 
PROVIDENCE,R.I.,U.S.A. Hardware Age 


WESTERN DEPOT,225 WEST RANDOLPH ST.CHICAGO.ILL. 


Put Ht Together With Screws’ || 29 W.39 S: N.Y.C. 
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WORLD FAMOUS 


TIGER BRAND 


TUBE REPAIR KITS 


Cement, Tire 
Patches, Hose, 
Fan Belts, 


etc. Our new low 


Flaps, 


prices satisfy Deal- 
ers. Freight al- 
lowed, goods guar- 


A trial 


order convinces we 


anteed. 


save you money. 


ATCHIN 


MV , i 
nufactured in U. 5 


Write today for 
Price List, Samples 
and Catalog. 





DAVID NICHOLS CO, 
KINGSTON, GEORGIA 











Hardware 


Cloth 


Every roll of Supe- 
rior Brand Hard- 
ware Cloth will be 
found true to hard- 
ware cloth stand- 
ards. 

Smooth, round, 
standard size wire, 
woven evenly and 
heavily galvanized. 
You can sell Supe- 
rior Brand Hard- 
ware Cloth with the 





assurance that every 
roll is made from 
standard size wire. 


Free from bags or 
bulges. Straight sel- 
vage. Heavily gal- 
vanized. 


G. F. Wright 
Steel & Wire Co. 


Worcester, Mass. 
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QUALITY 


HE manufacturer who sells 
on price alone seldom has 
anything else to offer. 


Progressive hardware dealers realize 
that there’s no reason to stocking 
tacks packed in out-of-date, dingy, 
black boxes, when they can increase 
their sales and profits with snappy, 
up-to-date colored packages in beau- 
tifully printed cartons—at the same 
price and at the same margin of 
profit. 


A dependable 
source of supply 
or a complete 
line of tacks, 
nat ils, staples, 
rivets and gla- 
zier points. 


Make a note now to write ‘Shelton 


Tacks” on your next tack order. 


The SHELTON TACK @. 








[SHELTON BGJ_COnnecticuT 
Se IR 


a _ F 





Retails 
for 
with 
an Cents 





EDLUND TOPOFF Jar and Bottle 
Screw Top Opener 


Instantly loosens stubborn 
screw covers and caps on 
mason, preserve and mayon- 
naise jars, olive and ketchup 
bottles, etc. TopOff adjusts 
and holds with a wrench-like 
grip. A twist of the handle 
and the cap is loose. The op- 
eration is simple and _ fool- 
proof. Attractive and sturdy 
in construction. Jaws _and 
gears are tempered steel. Noth- 
ing to get out of order. One 
dozen, with colored handles, 
assorted as desired, packed in 
bandsome display container. 
Write for sample and quota- 


tions. TOPOFF 


a New Product by 





A simple twist and 
the top is loose 


EDLUND CO., Burlington, Vermont 
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Columbia Radio Sets 

Model C-81, illustrated, fin- 
ished in two-toned walnut, em- 
ploys new 2%-volt tubes in 
eight - tube superheterodyne cir- 
cuit, automatic volume control, 
pentode amplification, duo-diode 
detection, tone control, image re- 


jector circuit and full-dynamic | 


speaker, list with tubes, $54.50. 
C-83, eight-tube superheterodyne 
with pentodes, duo-diode detector 
tube, automatic volume control, 
full-range tone control, image re- 
jector, mercury-vapor rectifier 
and large dynamic speaker, list, 
with tubes, $66.00. No. C-84, 
list, $88.00, with tubes, highboy 
cabinet of Sheraton design, 
matched walnut, has twin speak- 
ers, eight - tube superheterodyne 
chassis with pentodes of 234-volt 
type, automatic volume control, 
tone control, duo-diode detector, 
new type-82 rectifier and shadow 
line tuning dial, List with tubes 
$88.00. Columbia Phonograph 
Co., Inc., 55 Fifth Avenue, New 
Yerk City. 





Nixite Perfect Tacky 
Grip and Golf 
Club Cleaner 

Nixite Perfect Tacky Grip is 


said by The Nixite Laboratories, 
Inc., A. I. U. Tower Bldg., Col- 





umbus, Ohio, to absolutely pre- 
vent slipping and turning of golf 
club or tennis racquet in the 
hand. A few drops rubbed dry in 
the hands before playing are said 
to last through the most strenu- 
ous game. Said to be of pleasant 
odor, easily removed. Nixite golf 
club cleaner will remove em- 
bedded golf ball enamel from 
wood clubs and keep stainless 
steel clubs clean, and will clean 
golf balls, says the maker. Nixite 
Perfect Tacky Grip, list $6 per 
dozen. Golf club cleaner, list, 
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large size, $1.25 per can; medium 
size, 75c. per can. Dealer dis- 
count, 40 per cent. 


Rockwood Markers 


Individually cast, said to be 
impervious to weather condi- 
tions. Two bolts attached to iron 
reinforcing bars, integral part of 
sign, eliminating weight from 
sign. Post may be driven before 
marker is attached. Three sleeves 
at back of marker keep post 
straight and rigid from every 








angle, says Coyne & Delaney Co., 
828 Kent Ave., Brooklyn, N. Y. 
Attractively finished in gold and 
black, weatherproof lacquer, size 
18 in. x 5 in. Raised border and 


letters. Name markers complete 
vith stake, list at $3.95. Dealer 
cost, $2.40. Stock signs such as 
“Keep Off the Grass,” list at 
$2.45 each. Dealer cost $1.50 
each. Also available with swivels 
at top for hanging signs, at the 
same prices. Any color combina- 
tion or luminous letters at slight 
additional cost. 








Emerson “B” Power Unit 
for Automobile Radios 


Include dynamotor and filter, 
operating from standard 6 volt 
“A” battery of automobiles, de- 
liver 180 volts, D.C. Takes ap- 
proximately two amperes from 
car battery. Unit measures 8% 
in. x 7% in. x 6 in., fits into “B” 
battery box provided on automo- 
biles, motor boats, etc., equipped 
for radio. Wax sealed filter pack 
of unit said to eliminate commu- 
tator interference. Dynamotor 
and filter pack rigidly mounted 
on steel base plate. Metal cover 
fits snugly over entire unit. Dy- 
namotor rubber mounted and 
held in place by metal strap, 
which: may be loosened. List, 
$29.75. The Emerson Electric 
Mfg. Co., 2012 Washington Ave., 
St. Louis, Mo. 


Automatic Roll- 
A-Way Cord 


For electrical appliances is a 
flexible heating cord which rolls 
back and forth into a spring reel. 
May be locked by bringing ad- 
juster disk into operation, provid- 
ing extension of any length from 
five to ten feet. By replacing 


Gibbs Beetle Spoon 


For picking Japanese beetles, 
rose bugs, caterpillars, worms and 
other insect pests from flowers, 
plants, vegetables and _ similar 


> 


growing things liable to be in- 
fested. Has hollow handle, closed 
on one end with stopper. Insects 
are scraped up or brushed off 
into spoon, and slide down into 
handle. Insects killed by empty- 
ing them into receptacle contain- 


uct. Suggested retail selling 
price, $1 each, packed twelve to 
carton. W. A. Gibbs & Son, Inc., 
Chester, Pa. 


Issues “The Wonder 


Book of Rubber” 


Portraying the romance of the 
rubber industry and the part 
played in its development by the 
B. F. Goodrich Rubber Co. 
Traces discovery of rubber by 
South American Indians and its 
slowly growing use in earlier 
years. Includes manufacturing 
process descriptions. Explains, 
briefly the construction of tires, 
footwear, rubber sundries, me- 
chanical goods and other prod- 
ucts covering the range of Amer- 


“Cold-Serv” Beverage 
Dispensers 

A compact, self-contained car- 
bonator and dispenser. Instan- 
taneous cooling provided, bever- 
age being drawn off through coil 
located in ice compartment above 
pressure tank. General Beverage 
Corp., General Motors Bldg., De- 
troit, Mich., states that any bev- 
erage may be carbonated in ten 
minutes. Finished in refriger- 
ator white enamel trimmed in 
black. Chrome fittings. For the 
home, soda fountain, etc. A cata- 
log has been issued showing the 
company’s line of cooling coils, 
pressure regulators, gages, heavy- 
duty bottlers, etc. 








connection on one end with a 
socket a trouble light is avail- 
able. Standard arrangement pro- 
vides five feet on each side of 
reel. Trico Fuse Mfg. Co., Mil- 


waukee, Wis. 


ican industry. Well illustrated, 
showing jungle and rubber plan- 
tation scenes, vulcanizing pits, 
etc. Public Relations Depart- 
ment, B. F. Goodrich Rubber 
Co., Akron, Ohio. 





Bev-Aid 


F or preparing, chilling and 
serving cold beverages. West 
Bend Aluminum Co., West Bend, 
Ind., states that it chills quickly, 
keeps out taste absorption, re- 





tains cold, and is designed to fit 
the “cold spot” of leading types 
of refrigerators. Made of pure, 
virgin sheet aluminum. Adjusta- 
ble cover, may be closed against 
evaporation or caste absorption, 
opens wide for fast pouring or 
adjustable for straining. No. 
9042, 2-qt. capacity, 5% in. high, 
5% in. top diameter. Suggested 
retail.celling price, $1.00 to $1.25. 
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Electric 
Cooker 


in a larger and even 
more popular size. 
Large enough to cook 
a whole meal for seven 
adults. Economical to 
use. 15 inches high; 
12 inches in diameter. 
Weighs 14 pounds net. 
Retails for $15 East; 
$16.50 West. 


The Swartzbaugh 
Mfg. Co. 
Toledo, Ohio 


Manufacturers of 
Appliances for the Home 
Since 1884 























Sell COLUMBIAN — 
the Most Modern 


Pps: 








Columbian does not keep up with the times — 
it keeps always ahead of them. Every modern 
improvement will be found, perfected in 
Columbian Tape-Marked Rope. 
Sell your customers Columbian — the greatest 
value giving rope on the market. Send for a 
copy of our folder, “What Waterproofing 
Really Means.” 
COLUMBIAN ROPE COMPANY 
Auburn “The Cordage City”, N. Y. 
CHICAGO BOSTON NEW ORLEANS 





NEW YORK 


BRANCHES: — 





Make Your Wants Known 


If it’s Hardware you have for sale or 
want to buy — make your wants known in 
Harpware AcE, the “News-business” paper of 
hardware retailers and wholesalers all over 
the United States. 


HAarDwareE AGE will bring buyer and seller 
together at minimum cost. 











MORE SOLD 


More Good Luck Jar Rub- 
bers are sold than any other 
kind. Used by experts and 
home canners for 20 years. 
Highest quality jar rubber 
made. _ Nationally adver- 


tised. Excellent profit. Big 
repeats. 10c a doz. Two 
gross (24 cartons) in full 
color display container. 





‘cpokeo} om able Gerry 211.) :1-12- 


With the BIG handy lip 


BOSTON WOVEN HOSE & RUBBER CO., Cambridge, Mass. 
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GAMSON TRADE MARK 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX and SACHEM brands 


each the standard of quality for its particular use. 
“There IS a Difference in Sash Cord”’ 
OTHER BRAIDED CORDS* COTTON TWINES 


Send for catalogue, samples and selling information 











50% Dealer Profit in this 
Special Maydole Assortment 


This new assortment 
of Maydole ‘Best 











= QUALITY HAMMERS = Sellers,’’ convenient- 

: EMADE BY ly packed in an at- 
David Maydole Tool Corporation, Norwich, New York tractive displ 

: IO ractive display car 

Choose from This Assortment a Hammer for Your! ton, includes ham- 


mers of the famous 
Maydole quality in 
sufficient variety of 
types, sizes and 
prices to cover the 
requirements of the 
average dealer. And 
the dealer enjoys a 
50% profit. 

Write or ask your 
jobber for complete 
details. 


David Maydole 
Tool Corp. 
Norwich, N. Y. 


Ash to Ser the Pamous Maydole Now-Mushrooming Cold Chisels and Punches 
- tenant Pipe  rvarh unt Maytute ? Fommt Metrtet 












































in te NEW ATLAS PACKAGE 


The same high quality sterilized, blued 
tacks ...in “hardware” orange and blue 
packages. Set them on your display 
counter and watch them sell! 


ATLAS TACK CORPORATION 
FAIRHAVEN, MASS. 
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POULTRY SUPPLIES 





—————— 
Mee’s Big Boy Feeder Poultry Leg Bands 


Moe’s Line—A standard complete line of Poultry erenent. Sold 
wherever poultry is raised and nothing better made. 


Write for 72-page Catalog and Prices. 


HoEFT & COMPANY 


2305 Davis St., North Chicago, IIl. 








DEALERS! QUICK PROFITS! 
in 
*“PANSAR” General Utility File 
| 


mp9) 





















Oberg’s ‘‘Pansar’’ Brand Circular Cut Files 
will remove more metal faster. 


Invaluable for Automobile 
Body and Fender Repairing 


Made in Sweden 


Tanged ; Half Round 
Flexible Blades Coe obeeReate Half Circle 


Leading jobbers stock them, or write: 


SANDVIK SAW & TOOL CORPORATION 


107-109 Lafayette St. 740 Washington Ave., North 
New York, N. Y. Minneapolis, Minn. 











RUBBER TIPS 
ANDBUMPERS 


Everywhere in your community there are uses for 
these fast selling replacement items—on doors, desks, 
walls and furniture for the 
elimination of noise and the 
prevention of scratches. 


RUBBER HEADED NAILS 
SLOTTED SCREW TIPS 
RUBBER STEM TIPS 
CRUTCH AND CHAIR TIPS 


Send for Catalogue No. 50 


“She ELASTIC TIP COMPANY 
BOSTON 370 cartes 3 AVE. MASSACHUSETTS 














SPEED UP 


Allith 


ROLLING LADDERS 


like Allith hangers—are always on the 
track. They speed up sales by reducing 
the time needed for each sale. They are 
attractive, durable, roll quietly and run 
freely. Your post card will bring prices 
and information by first mail. 


ALLITH-PROUTY COMPANY 
DANVILLE, ILLINOIS 

































& St. Louis’ 
Popular 


| Fireproof | 
. = Hotels = ie 
THE AMERICAN orc THE ANNEX 





275 ROOMS 226 ROOMS 
EACH WITH A BATH EACH WITH A BATH 
MARKET STREET at SEVENTH MARKET STREET at SIXTH 


RATES $2.00 UP BOTELS RATES $1.50 UP 
ST. Louis, Mo. 















Your customers need 
these handy devices to 
hang up pictures and wall 
decorations 


Moore Push-Pins 





Moore Push-less Hangers 


Show our new counter Displays and sales 
will follow. Your Jobber can supply you. 


MOORE PUSH-PIN COMPANY 
Wayne Junction Philadelphia, Pa. 








DO YOU KNOW 


that aggressive hardware dealers 
are increasing their annual profits 
by selling the quality line of 





Th ay aoe meee oe 
1e suTInN DOL Uy 
quaiily fi Cndifn 


There is an ACCO Chain for every 
industrial, farm and home purpose 
—in bulk or made into specialties. 
Concentrate on this profitable quality 
, line. Made by the world’s largest man- 
ufacturer of welded and weldiess chain. 


AMERICAN CHAIN CO., Inc. 
Bridgeport, Conn. 
Makers of the Famous Weed Tire 
Chains. 
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CLASSIFIED ADVERTISING 
RATES 





Positions Wanted and Help 
Wanted Advertisements at Spe- 
cial Rate of one cent a word, 
minimum fifty cents per in- 
sertion. 











Use the “Classified Opportunities Section” to Reach Hardware Manufacturers 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


THE FOLLOWING RATES 


apply to “Business Opportunities,” “Sales 
Accounts Wanted” and “Sales Representa- 





tives Wanted” advertisements. 
Set Solid, Minimum of 50 words... .$3.00 
Each additional word........... .06 


All Capitals, Minimum of 50 words.. 4.00 
Each additional word............ 08 


Allow Seven Words for Keyed Address 





Remittance Must Accompany Order 


Samples of merchandise, literature, catalogs, etc., will 


BOXED DISPLAY RATES 
inch TYTTETTTIT TTT +2 
Rook additional inch......e+++cer- 4.00 
Discounts for Classified Advertising 
4 insertions, 10% off, 8 insertions, 15% eff. 
Due to the special rate, these discounts do 
not apply on Position Wanted or Help 
Wanted Advertisements. 
HARDWARE AGE is published every other 


Thursday. Forms close Nine Days previous 
to date of publication. 


Address your advertisements and replies to 
HARDWARE AGE, Classified Opportunities, 
239 West 39th St., New York City 


not be reforwarded 

















HELP WANTED 





EXPERIENCED HARDWARE MEN located 
within the Metropolitan district of New York 
City will find it to their advantage to register 
with this bureau for positions. We are called 
upon from time to time to fill vacancies in the 
hardware industry and we need clean cut and 
thoroughly experienced young men. No registra- 
tion fee required. 

ASSOCIATED PLACEMENT BUREAU 

152 West 42nd Street 
Wisconsin 7-1802 New York City 





SALESMAN WANTED—We have an opening 
for an experienced wholesale hardware salesman 
to represent us in the territory embraced by 
Greene, Columbia, Dutchess and Ulster counties, 
New York. A dealer following in the territory 
described is desirable. Address Underhill Clinch 
& Company, 84 White Street, New York, N. Y. 





WANTED—A young man with experience in 
Guns, Fishing Tackle and General Sporting 
Goods. A wonderful opening for one with sell- 
ing ability and who is looking to the future. 
Location Massachusetts. Wages to start with 
$22.50 per week. Address Box J-864, care of 
HaArpware AGE, New York City. 





WANTED—Experienced Hardware and Paint 


Man. Good opportunity for man wanting to in- 
vest money in good, growing business. Address 
Box J-858, care of Harpware AGE, New York 


City. 





SALES REPRESENTATIVES 
WANTED 





MANUFACTURER of high grade popular 
priced line of Homecraft Tools offers unusual 
opportunity to salesmen calling on best retail 
hardware dealers—Ohio, Western New York and 
Pennsylvania, Southern Sea Coast States, South- 
ern and Southwestern States, Western States 
East of Rockies. Liberal commission and com- 
plete cooperation. Address Box 7466-A, Harp- 
warE AcE, Chicago, III. 





SALESMEN WANTED calling on hardware 
jobbers and retail lumber dealers in every state 
except Michgian and Florida. Casement window 


top closers. Exclusive territories throughout 
U.-S. Good commission. Address SOUTHERN 
WEATHERSTRIP COMPANY, Orlando, Fla. 





SALESMEN TO SELL BUILDERS’ HARD- 
WARE ITEMS TO WHOLESALERS. SOME 
ITEMS 'NON-COMPETITIVE. COMMISSION 
BASIS. GIVE FULL DETAILS ALSO PRES.- 
ENT LINES AND TERRITORY. ADDRESS 
BOX C-1, CARE OF HARDWARE AGE, 
HANNA BLDG., CLEVELAND, O. 





SALESMAN calling on the wholesale trade 
in St. Louis and vicinity to sell a line of lock sets 
well known in the St. Louis market, as a side 
line. In reply give the exact territory covered, 
how long you have known the St. Louis trade 
and nature of lines carried. Address Box J-855, 
care of Harpware Acre, New York City. 
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SALES REPRESENTATIVES 
WANTED 


SALESMEN WANTED—An excellent manu- 
facturer’s line of complete Fireplace Equipment 
offered to proven housefurnishings salesmen of 
merit. Only those whose intention it would be 
to give a good line serious consideration and at- 
tention need apply. Territory open—New Eng- 
land, Pennsylvania, and Ohio. State experience 
and what lines now carrying. Address Box 
J-857, care of Harpware AGE, New York City. 








SALESMAN, live wire, covering New Eng- 
land Jobbers and related outlets, to sell line of 
popular price quality cutlery. Straight commis- 
sion basis with full credit for repeat orders. 
No objection to carrying one or two non-con- 
flicting lines. State past experience and present 





connection. Address UTICA CUTLERY COM- 
PANY, Utica, N. Y. 
SALESMEN WANTED—To sell Malleable, 


Cast Iron and Drainage Fittings, Pipe Nipples, 
Pipe Couplings, Unions, and Brass Goods at 
7%4% commission on direct and repeating orders. 
Write for full details. Address CINCINNATI 
NIPPLE & MFG. CO., 1557-69 Gest Street, 
Cincinnati, Ohio. 





SALESMEN to sell reliable line of Plumbers 
tools to plumbing and hardware jobbers. Lib- 
eral commission basis, protected territory. No 
objection to men handling one or two non-com- 
petitive lines. Address Box J-851, care of Harp- 
wARE AGE, New York City. 


BUSINESS OPPORTUNITIES 








FOR SALE—Old established hardware busi- 
i Middle-Western city 


ness, jobbing and retail. 

of million population. Splendidly located. 
Owner very old wants to retire. Great bargain 
to right parties. Investment required, $40,000. 


Address Box J-852, 


care of HARDWARE AGE, 
New York City. 4 





FOR SALE—Hardware and Plumbing Busi- 
ness in real live town 30 miles from Bingham- 
ton. Business established 40 years. Address 
Box J-856, care of Harpware AGE, New York 
City. 





SALES ACCOUNTS. WANTED 








WOULD like to add one or more reputable 
lines on a commission basis, territory covered, 
Metropolitan District (Radius of 100 miles) 
from New York City. Can carry stock, if 
necessary. Address Box J-828, care of Harp- 
warE AGE, New York City. 





EXPERIENCED SPECIALTY SALESMAN, 
35 years old, desires several specialties for sale 
to the hardware trade and department stores of 
New England. Address MR. E. J. NORTON, 
21 Washington Ave., Needham, Mass. 





SALESMAN—Would like to represent a few 
reliable manufacturers in the Chicago territory 
that have already a partially established trade 
and would like to see the same developed with 
the minimum amount of expense. Am in posi- 


tion to offer warehousing facilities. Address 
Box 7464-A, HArpware AGE, 802 Otis Bldg., 
Chicago, Il. 


SALES ACCOUNTS WANTED 


SALESMAN with ten years’ road experience 
until recently with nationally known hardware 
manufacturer well known to the hardware job- 
bers, retailers and department store trade of 
Southeastern Pennsylvania, New Jersey, Dela- 
ware and Maryland offers efficient representa- 
tion in that territory. Straight commission. 
Best of references. Address Box J-841, 
Harpware Ace, New York City. 





care of 





SALESMAN with 25 years’ experience selling 
wholesale and retail hardware trade in the Metro- 
politan District would like to represent some 
additional manufacturers in this territory. Ad- 
dress Box J-850, care of Harpware AcE, New 
York City. 


POSITIONS WANTED 








EXPERIENCED HARDWARE MEN with 
many years of training in the hardware industry 
are continuously filing applications in this bu- 
reau for positions. All applicants realize condi- 
tions and are ready and willing to cooperate 
100% with hardware firms desiring their ser- 
vices. If you are in need of clean cut, well 
trained men in any parts of the metropolitan 
district of New York just phone this office and 
you shall receive prompt attention. 

ASSOCIATED PLACEMENT BUREAU 
152 West 42nd Street . 
Wisconsin 7-1802 New York City 





TRAVELING SALESMAN, well acquainted 
with hardware, jobbers, and large retailers in 
South Atlantic States. Twenty years’ successful 
selling experience, now available for manufac- 
turer desiring energetic and intelligent represen- 
tation in the South. Address Box J-845, care 
of Harpware AGE, New York City. 





HARDWARE “MAN with twelve years of 
experience, inside and outside, selling of shelf 
and builders’ hardware, paints, sporting goods, 
plumbing, supplies, housefurnishings, garden 
tools and farming implements. Can furnish the 
best of reference. Address Box J-847, care of 
Harpware AcE, New York City. 








SALESMAN desires position selling to Illinois 
retail hardware and department store trade. 
Cover state thoroughly except Chicago, making 
all towns large and small. Have sold this trade 
for years, am well established and have the 
dealers confidence. Am reliable and have a 
reputation of being an able salesman. Address 
Box J-848, care of Harpware Ace, New York 


City. 





AGGRESSIVE Young Man desires position 
with good reputable concern. bay, > gy we or 
Wholesaler. Experienced Order Clerk, Accoun-- 
tant, Production Manager and Salesman. Capable 
Department Head. Associated with one firm for 
fifteen years. Possess best desired reference. 
Address Box J-820, care of Harpware AGE, 
New York City. 





SOME HARDWARE FIRM needs a young 
man used to general sales and contract building 
trade. I want to eventually buy in the business 
as partner or owner, so am not just a job 
seeker. Address Box J-867, care of HARDWARE 
Ace, New York City. 


HARDWARE AGE 














CLASSIFIED OPPORTUNITIES 


Samples of merchandise, literature, catalogs, etc., requiring more than ordinary reforwarding postage should not be addressed to box numbers. 





POSITIONS WANTED 


POSITIONS WANTED 


POSITIONS WANTED 





TRAVELING REPRESENTATIVE, _ high 
grade, convincing type, good personal appearance, 
pleasing .personality, married, seven years sales- 
man and sales supervisor with large sporting 
goods manufacturer, ten years salesman and 
sales executive of national hardware jobber. 
Conversant with all the present day methods of 
merchandising. Would like to make contact 
with reputable hardware or sporting goods man- 
ufacturer. No objections to long trips, excellent 
references from past employers. A_ personal 
interview is invited. Address Box J-861, care 
of Harpware AGE, New York City. 





SALES EXECUTIVE. 17 years training in 
Hardware Industry in capacity of salesman and 
sales manager for large Middle West jobber, 
also sales promotion work for prominent hard- 
ware manufacturer. Thorough knowledge Build- 
ers’ Hardware. Contract work following among 
hardware dealers and architects in Northern 
Ohio. Successful past record. Age 37. Will 
travel. ° Address Box J-1, care of HARDWARE 
Ace, Hanna Bldg., Cleveland, Ohio. 





POSITION WANTED—tTraveling Salesman, 
well aéguainted with hardware jobbers and large 
retailers throughout New England territory, cov- 
ering this’ section for leading Hardware Manu- 





I AM 36 YEARS OF AGE with family to 
support and willing to locate anywhere. Have 
had 14 years of experience in general hardware, 
plumbing, electrical heating and farm machinery. 
Will be satisfied with small salary and com- 
mission or a livable salary. Can give reference. 
Address Box J-865, care of Harpware AGE, 
New York City. 





HARDWARE CLERK, 26 years old, exper- 
ienced general hardware, housefurnishing, paints, 
oils, plumbing supplies, card writer and a_ good 
mechanic, conscientious and _ steady. Salary 
secondary. Any place in New York State pre- 
ferred. Address Box J-863, care of HARDWARE 
Ace, New York City. 





BUILDERS’ HARDWARE MAN of wide ex- 
perience, thoroughly familiar with plans, speci- 
fications and detail, wishes to connect. with a 
reliable organization handling builders’ hard- 
ware. Address Box J-853, care of HARDWARE 
Ace, New York City. 





HARDWARE CLERK—Experienced general 
hardware, house furnishings, paints, oils, roofing, 
sheet metal, plumbing supplies, card writer, good 
buver and manager, conscientious and_ steady. 
Salary secondary—any place, New York State 




















SALESMAN AND MERCHANDISER open 
for proposition selling for reputable manufacturer. 
I have had years of successful experience selling 
cutlery, household and electrical merchandise to 


Hardware trade, wholesale and retail, also 
department stores in Eastern territories. If you 
are ee for a producer, write me. Address 


HARRY G. TODD, JR., 145 East 6th Avenue, 


Roselle, N. J 





SALESMAN 36, desires to locate with man- 
ufacturer of hardware or mill supply items. 
Have been covering these jobbers in New Eng- 
land, New Jersey, Pennsylvania and Maryland 
for past 6 years, Address Box J-85Q care of 
Harpware AGE, New York City. 





Past five years 


SALESMAN TO TRAVEL. 
i jobbers, depart- 


selling. to hardware, electrical 
ment stores, utility companies, etc., in the fifteen 
middle western states, Colorado to Minnesota. 
Can come well recommended as to sales ability, 
etc. Salary or commission with drawing account 
and expenses. Address Box 7465-A, HarDWARE 
AcE, 802 Otis Bldg., Chicago, III. 





BUYER—purchasing agent—experienced in 
engineering equipment, metals, hardware, build- 
ing supplies, tools; good executive; familiar syn- 
dicate buying; able to handle your export busi- 
Box J-808, care of HARDWARE 








facturers) iow desires similar connection in this »s ; 

or any other territory. Would consider any op- ve sr a. J-811, care of Harp- on war tot City 

ogee d in hardware line with jobber or re- lidesiindlty eich Shobha ses vic da mol sas aad bs 

tailer who can use reliable and energetic married ° a AT TS 5 . 

man. Best of references Senibliad and will go EXPERIENCED Tool and Cutlery salesman, EXPERIENCED General Hardware Mill and 

anywhere. Address Box J-854, care of Harp- | familiar with jobbing and department store trade Mine Supply Man desires connection as Buyer 

warE, Ace, ‘New York City. throughout the country, especially East and Cen- with Jobber or large retailer or =e Traveling 
tral West. Age 36, single, tree fo travel. de, | Zeoreventative manulacturer | Well known, among 

_ SALESMAN—Fifteen years sales and execu- panei 4g én ok . J-829, care of Box J-868, care of Harpware Ace, New York 

tive experience. Well acquainted with whole- 5 ieee enon ae City. 

sale, retail and maufacturing trade in Westerrn - 

Pennsylvania, Ohio and West Virginia. Head- YOUNG MAN, 26 years, 10 years in the TWO YOUNG MEN, ages 20 and 22, ener- 

quarters Pittsburgh. Seeks new connection in | hardware line abroad and U. S. A.. with general getic, well educated, with four years’ experience 

executive capacity, any location, or will represent | store and stock experience wishes position. | in Hardware, Housefurnishings Store, desire 

established manufacturer in Pittsburgh district. | Office work preferred. Salary secondary to | positions with Retail or Wholesale Houses in 

Address Box J-862, care of HARDWARE Ace, | advancement. Address Box J-842, care of Harp- | Metropolitan District. Address Box J-866, care 

New York City. ware AcE. New York City. of Harpware AGE, New York City. 











TELL YOUR NEEDS TO THE WHOLE 
WORLD OF HARDWARE 


Secure a Position, Locate a Salesman or Representative, Hire 
an Employee, Choose a Partner, Sell a Business, Rent a Store, : 
or Profit to the Fullest by your share of Business Opportunities 


Make your wants known in the 


CLASSIFIED ADVERTISING SECTION 


HARDWARE AGE 


of 








1932 


JULY 21, 
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A NEW ADVERTISING EDITION OF 


KITCHEN GUIDE 


The Hardware Trade Cook Book is now available in 
paper covers, with your ad prominently printed on the 
front, at a price so low you can afford to give it away 
with a 50c sale! Book consists of 250 pages, containing 
more than 1000 selected recipes and household hints, and 
it boosts the retail hardware store from cover to cover. 


INDUCE WOMEN TO VISIT YOUR STORE 


They dote on GOOD Cook Books, and THIS one, with its 
hardware slant, offers an excellent opportunity to incite 
their interest and draw their purchasing power. Write 
for sample. 


THE BUNTING SYSTEM, North Chicago, Ill. 





PLYMOUTH PRODUCTS 
BIG SELLERS 


COBBLER OUTFITS and Shoe 
Lasts and Stands are in big 
demand right now. Shoes are 
worn longer—men are “half- 
soling their own.” Display Ply- 
mouth Cobbler sets on your 
counter and in your 


“Rapid” and “Korn King” 
Grist Mills. Write for catalog 
and low prices. 


THE FATE-ROOT-HEATH CO. 
1322-1358 High 5St., 
Plymouth, Ohio 


COBBLER 














Sells For All General Uses 


Coes Knife-Handle Wrench is the “old reliable” for all 
‘around use. It backs up its more than 90 years reputa- 
tion for durability and service by actual performance. 
Profitable seller for many uses. 7 sizes: 6” to 21”. 


Ask your jobber. 


BEMIS & CALL CO. 
Springfield Mass. 





ALL-ARMORED 
CONSTRUCTION 


A wax-compound top for a flashlight 
battery is out of date now! Eveready 
uses a metal top. In fact, Eveready’s 
power-producing ingredients are sealed. 
in metal. 

Evereadys are in better shape to stay 
fresh in your stock, and last longer in 
your customers’ lights! Display Ev- 
ereadys. Take advantage of their im- 
provements and the national advertising. 











CARRY THE FULL LINE 


Nicholson Files are made to 
meet all the varied needs of 
home and industrial filing. 


Be prepared to meet this varied 

demand by carrying the com- 

plete line of Nicholson Files. 
At your jobber’s 


NICHOLSON FILE COMPANY 
Providence, R.1., U.S.A. 


rae 


A FILE FOR EVERY PURPOSE 











DISH PAN 


RETAILS FOR $1.00 Size 17% x10% x 4% 

TRIPLE COATED PORCELAIN ENAMELED 

: Wide Enough for Dinner Plates 

Order This Introductory Offer 
Trial Package pap- 4 only No. 16 Square Dish Pans, White Granite 
Packed 4% Dozenin 4 “ “ 16 “ os a U. S. Ivory 
Shipping Carton ie Cae “3 ys Spray Green 
Weight per Carton {! ibs. DEALERS COST $7.50 per doz. Ask Your Jobber 


UNITED STATES STAMPING COMPANY 


QUALITY ENAMELED WARE . MOUNDSVILLE, W. VA. 

















DOMES 


of Silence 


These New Insulated Rubber Cushion 
Sliding Rests, (socket or drive-on type), 
fit flush, as illustrated. Note attractive 
appearance when applied. Easily at- 
tached. Profitable sellers for use over 





Socket type 





tile, cement, marble and all flooring. 
Socket or drive-on type. 1%” size retail 
at $1.00 set of 4. Driven-on 
type 1%” retail 50c. set of 
4. Drive-on type, %” size 
retail at 25c set of 4. 


Ask Your Jobber 


Domes of Silence, Inc. 
35 Pearl St., New York 








Attached 








Drive-on type 











HAND HAMMERS 


Made of the finest steel, they last longer. 


Send for our new catalog. 


TROW & HOLDEN CO. 


Barre, Vermont 








HARDWARE AGE 
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TRUSTWORTHY 
Sheet Metals 


Specify AMERICAN Products 
—correctly manufactured in every 
detail, mechanically and metal- 
lurgically. This Company offers a 
full line of high grade Black and 
Galvanized Sheets, Special Sheets, 
Tin and Terne Plates for all known 
uses; also genuine KeysTone Rust 
Resisting Copper Steel Products. 
Sold by leading metal merchants. 


































American Sheet and Tin Plate Com 


an 
General Offices: Frick Building, Pittsburgh, Pa. P any 


SUBSIDIARY OF UNITED STATES STEEL CORPORATION 












| American BRmGE COMPANY PRINCIPAL SUBSIDIARY MANUFACTURING COMPANIES: Om Wet. Supply COMPANY 

} AMERICAN SHEET AND TIN PLATE COMPANY COLUMBIA STEEL COMPANY . ILLINOIS STEEL COMPANY Tue Lorain Steet COMPANY 

| AMERICAN STEEL & Wire COMPANY Cyctons Pence COMPANY MINNESOTA STEEL COMPANY Tennessee COAL, Iron & R.R.COMPANY | 
CARNEGIE STEEL COMPANY FEDERAL SurPB’LpG. & Dry Dock Co, NATIONAL TuBE COMPANY UNIVERSAL ATLAS CEMENT COMPANY 


Pacific Coast Distributors—Columbia Steel Company, San Francisco, Calif. Export Distrioutors—United States Steel Products Company, New York, N. Y. al 





JULY 21, 1932 








Seven sizes of The General Washing- 
ton—identical in design and finish— 
now enable you to concentrate your 
selling efforts upon only one make 
and one model of cabinet heater. In 
addition, you can better meet the 
heating requirements and price limits 
of every prospect because each size of 
The General Washington is a Leader 
in its class! 


GRAY & DUDLEY COMPANY 


Established 1862 NASHVILLE, TENNESSEE 





sar 


WASHINGTON DOWN-DRAFT 
HOT-BLAST FUEL SAVER 


Constmes smoke and 
soot; increases heating 
eMiciency. The 20 to 1 
ratio (radiating surfaces 
20 times the grate 
areas) used as a stand- 
ard by leading manu- 
facturers of basement 
furnaces, is also a speci- 
fication of each of the 
seven General Wash- 


ington sues This i ol — “WORTHY OF THE NAME” 


sures two to three times The very latest and most beautiful finish—Burl Wal- 
greater radiating sur- a nut with Two-tone Maple Trim. The Burl Walnut 
faces over many other 4 graining duplicates that of fine furniture and is ap- 
heaters of equal cabinet plied by an exclusive process originated in our plant. 


and firepot sizes. Send today for complete new Catalog and prices. 


GENERAL 


WASHINGTON 
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The New General Washington 


S10 tigy pm 
| £200 , 
‘ ' 
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SUPER: ‘FURNACE 


HARDWARE AGE 
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